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METHODS AND OPERATIONS: Many banks had ideas (See page 28) 


This Month: 
SURVEYING CUSTOMER OPINION by B. J. Miner 
BANKING ALONG THE WORLD TRADE ROUTES by James J. Hunter 
A. B. A. TOOLS FOR BANK PUBLIC RELATIONS by Lester Gibson 
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IT PAYS to cooperate with school author- IT PAYS to give the same courteous con- IT PAYS to give sound and careful guid- 
ities in plans designed to help “‘customers sideration to small depositors that you give ance to long-term investors who rely on 
of tomorrow” understand the services your to large ones. That thoughtfulness makes you for advice. Everyone agrees that’s good 


bank offers. 








friends for your bank. public relations. 











IT PAYS TO PUT YOUR CHECKS ON 


THE BEST KNOWN NAME IN PAPER 4 


Your customers know and respect the Hammermill name. 
They use Hammermill papers in their business, for letter- 
heads and essential forms. The name itself means reliable 
service to them. 

Thus, checks on Hammermill Safety help to make friends 
for your bank. They are a continuing, unobtrusive reminder 


that even in the matter of choosing paper, the consideration 
of your customers guides your bank management. 

We'd like you to know Hammermill Safety better so that 
you can see how it will fit your 
requirements. There is no charge. 
No salesman will call. 




















Hammermill Paper Company ' 
1503 East Lake Road, Erie, Pennsylvania 


Please send me — FREE — a sample book showing 
HAMMERMILL SAFETY. 





e. Position 
—_— (Please attach to, or write on, your business letterhead) BCH-JUN 








ANUFACTURED BY HAMMERMILL PAPER COMPANY. ERIE PA FOUNDED 1898 
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Boat Show 


Stns: We recently held a week-long 
Junior Boat Show in the bank, in co- 
operation with neighborhood boat dealers. 
It was complete with bunting, flags, yacht 
club ensigns and yards of canvas. 

Boats ranging in size from a five-foot 
dinghy to a 17-foot Thistle sailboat with a 
24-foot mast were moved into the lobby. 
In between were a 16-foot ocean boat, a 
13%-foot sailboat, a Penguin racing dinghy, 





a 14-foot Ghost sailboat, two 8-foot Prams, 
a 15-foot and a 12-foot motor boat and a 
12-foot aluminum boat. The show also in- 
cluded sixteen outboard motors, a boat kit 
for home construction and a special’ panel 

devoted to fishing tackle, rods and reels. 
The novel exhibit was presented to stim- 
ulate greater interest in boating in New 
Rochelle, which is located on Long Island 
Sound, and caused a great deal of comment. 
The bank remained open evenings during 
the show and one evening was set aside to 

honor the local yacht clubs. 

WIL.1aM G. RAINSFORD, Assistant Cashier, 
First National Bank of New Rochelle, 
New Rochelle, New York 
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For Small Fry 





Strs: We are 
sending a photo of 
a recent addition 
to our water foun- 
tain. It seemed 
that the fountain 
held a great at- 
traction for young- 
sters and that 
mothers were 
called upon to doa 
great deal of lift- 
ing. 

The construc- 
tion of the steps 
and platform was 
handled by two of 
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our employees and the art work was sup- 
plied by one of the bookkeepers. Needless 
to say, the output of water has increased 
tremendously since the installation. 
WERNER P. Joun, Lakeview State Bank, 
Battle Creek, Michigan 
e 2 S 


Television 


Sirs: . We are now providing television 
at our Union Turnpike Office. The set is 
installed in the center of the banking floor 
to entertain customers while they are doing 
their banking. Chairs are provided for 
those who wish to remain to watch the 
programs. 

J. Witson Dayton, President, 

. The Bayside National Bank, 
Bayside, Queens Borough, 
New York City, New York 
+ . * 


Agricultural Program 


Srrs: We are sending you a copy of our 
booklet published recently on the agricul- 
tural activities and developments of Lee 
County, Florida. We think you will find 
it an interesting description of the program 
of this progressive county which was 
named for General Robert E. Lee. 

The booklet, which contains 36 pages, is 
a reprint of a series of illustrated articles 
on Lee County that were published as ad- 
vertisements by our bank. The articles 
were prepared by the bank with the assist- 
ance of County Agent Carl Heuck. The 
series was run in the Sunday issues of the 
Fort Myers News-Press. 

Our first article in the series was on the 
local citrus industry. This was followed by 
articles on potatoes, tomatoes, tobacco, 
flowers, nursery stock, the cattle industry, 
including Brahmans, range preparation, 
forestry service and fire control, etc. 

The series also covered the activities of 
the 4-H Club and Future Farmers of 
America, the county’s rural electrification 
program, the Veterans Vocational Training 
Program, and the High School course in 
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farming that is offered by the Fort Myers 
High School in conjunction with a school 
farm. 

In connection with each article in the 
series we arranged a display in the bank’s 
lobby. For the article on the citrus indus- 
try we had a free orange juice booth, for 
the article on tobacco we had a display of 
live plants, for the article on nurseries we 
had all four walls of the lobby blanketed 
with Bougainvillaea in bloom in all colors, 
and for the article on the bee industry we 
had a hive of bees enclosed in glass. 

The booklets describing the program are 
being distributed free of charge to anyone 
who is interested. 

J. A. ANsLEy, Cashier and 

Public Relations Officer, 
The Lee County Bank, 
Fort Myers, Florida 
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In an encounter with bandits, far up China’s 
Yangtze River, two American travelers were 
robbed of everything except a packet of Ameri- 
can Express Travelers Cheques. Would these be 
accepted by merchants in this remote spot, who 
had probably never been visited by an American 
or European? The travelers decided to try it, be- 
cause they desperately needed food. Dubiously, 
they offered a $20 cheque to an ancient Chinese 
merchant. His face burst into a grin. “Number 


One money!” he cried. Later, he explained that 


years previously an explorer had given him a trav- 
elers cheque, which he had found was good, so 
he cheerfully accepted theirs. 


(Reprinted from April 1949 issue of CORONET) 


This is just one of many instances . .. No wonder 
American Express Travelers Cheques are the most 
widely accepted cheques in the world! 

At home and abroad, 168 offices in 125 key cities 
enable American Express to offer your customers 
an experienced, reliable service. Thousands of 




















agents and correspondents throughout the world 
are always available whenever or wherever your 
customers need assistance. This world-wide net- 
work . . . the easy spendability and 100% safety of 
American Express Travelers Cheques assure 
pleasant traveling for your customers. 





CONVENIENT AS CASH —100% SAFE 


AMERICAN EXPRESS TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD 


Burroughs Clearing House 




















TRENDS IN FINANCE 











Wanted: Small Investors 


One of the most interesting merchandis- 
ing jobs in the nation’s financial history is 
now under way. Its purpose is to make 
this country a “nation of investors,” by 
convincing millions who have never owned 
a share of stock that to invest in the securi- 
ties of industry is a desirable step. 

Behind the current campaign are some 
familiar facts which the stock-brokerage 
firms are- now facing realistically. As a 
result of tax policies and a redistribution of 
the nation’s income, established sources 
of equity capital are tending to dry up. 

No longer can a limited few, the really 
wealthy plus the prosperous executive-pro- 
fessional class, be depended upon to provide 
the financial sinews needed by American 
business, or the stock trading activity re- 
quired to keep brokers operating on a 
profitable basis. 

It is now from the greatly swelled ranks 
of the middle income group—farmers, wage 
earners and small businessmen—that se- 
curities dealers hope to broaden the base of 
equity ownership. 

But to attract a host of small investors 
calls for an entirely new program of mass 
merchandising, and the New York Stock 
Exchange warns that “to serve them prop- 
erly will require fresh thinking and new 
policies on the part of a large number of us.” 

Exchange campaign. As a major con- 
tribution to the program the Stock Ex- 
change is currently sponsoring a $500,000 
advertising campaign to take the mystery 
away from common stock ownership and to 
sell its benefits through case history stories 
of actual investors. 

However, the task of wooing the small 
investors is not being left entirely to the 
Exchange, by any means. Many of the 
individual brokerage houses are also waging 








A $500,000 campaign 


aggressive campaigns of their own. 

The nation’s largest, Merrill Lynch, 
Pierce, Fenner & Beane, has been a pioneer 
in applying mass merchandising methods 
to the brokerage business, and has seen this 
policy pay off in results. In 1948 it spent 
$1,573,000 on. promotion, and incidentally 
tripled its 1947 profits. In the opinion of 
Advertising Manager Louis Engel, the 
greatest deterrent to stock investment is 
simply ignorance—people are uninformed 
and therefore distrusting. Thus Merrill 
Lynch advertising primarily seeks to do an 
educational job, and its aim is not so much 
to attract a larger share of present business 
as it is to expand the ranks of investors. In 
addition to editorial-style newspaper adver- 


tising, the firm publishes a wealth of in- 
formative booklet material and a widely 
circulated magazine, Investor’s Reader. A 
merchandising crew has been making the 
rounds of Merrill Lynch’s 98 branch offices, 
helping them to make the most of these 
sales helps. 

Television shows. Recently the firm 
sponsored a series of ten television shows, 
developing step by step the process through 
which a new investor should go in order to 
make a wise choice of securities. This 
series has been combined to form a motion 
picture that is being shown locally by 
branch offices. 

Not only has promotional emphasis 
shifted to a lower economic strata, but in 
the case of Merrill Lynch it is currently 
being heavily weighted on the distaff side. 
Schools have been organized in about 35 
cities where women can learn the facts of 
investment, and from the time 1,000 eager 
matrons turned up at the class initially 
pioneered at the San Francisco office the 
company has been amazed at the universal 
response. In Portland, Oregon, the local 
branch hired a hall seating 400 and had to 
expand its program and hold two classes, 
one in the afternoon and one in the evening, 
to accommodate the 800 women who ap- 
plied. 

“We know that mass merchandising 
methods work in the stock brokerage busi- 
ness,” says Advertising Manager Engel. 
*‘About 28 per cent of the 60,000 customers 
added every year are a direct result of ad- 
vertising and sales promotional follow 
through.” 

New quarters. From other sources come 
confirmation that the trend is spreading. 
The new Chicago office of Hornblower & 
Weeks on La Salle Street was designed 
especially for service to the small investor, 


The Exchange program to woo new investors is being supplemented by broker action 


In 35 cities, Merrill Lynch is holding investment 
classes for women, with surprising response 
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New Chicago office, Hornblower & Weeks, expressly 
planned for a volume of smaller sales 





following statistical proof from an account 
survey that the “little fellow” is a dominant 
force in today’s trading activity. While he 
buys in small amounts and tends to favor 
lower priced stocks, multiplied many times 
over his purchases are taking the place of 
yesterday’s operations by the big pools and 
speculators. 

The survey which certified the new look 
in the securities market covered a sampling 
of accounts which were active in the past 
12 months. Among other facts it revealed: 

1. Some 36.8 per cent of today’s cus- 
tomers have annual incomes of $5,000 or 
less; 51 per cent have incomes of $7,500 or 
less. 

2. About 40 per cent of recent Chicago 
office transactions were odd lot orders in- 
volving less than 100 shares of stock. 
Trades with a market value of less than 
$1,000 accounted for 49.9 of the transac- 
tions. And 74 per cent of the orders were 
for stocks with a market value of $20 or 
less. 

3. Twenty years ago, 90 per cent of the 
Chicago office revenues came from specu- 
lative trades on margin accounts. Today 
the picture is exactly reversed; 90 per cent 
of revenues are derived from cash pur- 
chases and only 10 per cent are speculative. 

For mass volume. Just as commercial 
banks have revamped their quarters to 
handle the heavier lobby traffic induced by 
popularization of checking accounts and 
other services, so Hornblower & Weeks in 
the light of survey findings planned its 
Chicago office for maximum convenience 
in handling a mass volume of smaller-sale 
activity. A feature of the room is a series 











Hartford securities firm displays “‘wares’’ at home exposition 


Pressed button lights disc, shows average return on investment 


of glass partitioned, semi-private offices, 
each staffed by two men conversant with 
individual client accounts so that at least 
one is always available for consultation. 
Its staff has been expanded to 40 registered 
representatives, including 10 young ex- 
service men each of whom pairs up with a 
more experienced officer in carrying out the 
firm’s new approach to customer relations. 

The quotation board is centrally located, 
easily accessible to both customers and 
officer personnel; it is lighted from both top 








OUT IN 


From Alice in Wonderland we learned 
that we must “run very fast to stay in 
the same place”. We don’t think this 
delightful book says anything about 
how fast one must run to forge ahead. 
In the business world we recognize the 
wisdom of the observation and yet 
some of us do forge ahead...and some 
reach the top. 


Here at DeLuxe we feel that we are out 
in front in the field of check manufac- 
ture. We have not reached the top and 
we never expect to, but, by running 
very fast and always improving our 
product and our service, we hope to 
remain in the lead. 





To protect our position, we are introduc- 
ing in our five plants many innovations 
that will make precision workmanship 
easier than mediocre workmanship. Little 
things that in themselves would not 
be considered major projects but, when 




















FRONT 


put together and applied to our process, 
make for smoother and more accurate 
handling of orders. 


The check business is changing. We 
are getting away from large runs and 
large shipments and more into the 
handling of extremely small units. As 
the Personalized Check Program con- 
tinues to gather momentum, we find 
ourselves oftentimes handling a thou- 
sand orders where we formerly handled 
one. As a consequence, we are adjusting 
our thinking and our facilities in order 
to keep pace with the new buying 
habits of our customers. 


Because we really like to handle little 
orders, and because over a period of 
thirty-three years our staff has become 
attuned to them, we constitute 
a dependable source of supply for the 
bank that needs topnotch service and 
lots of it. 









Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 









and bottom, doing away with shadows, and 
includes an electrically projected news 
tape. 

The Chicago resident partners, Paul B. 
Skinner, Charles R. Perrigo and Howard 
E. Buhse, proudly pronounce the new 134 
South La Salle Street location “the most 
attractive and functional office in the 
country from the customer’s standpoint.” 

Effective exhibit. Up in Hartford, Con- 
necticut, is further evidence that some of 
the brokerage concerns are in earnest about 
bringing the stock market to the masses. 
Here the 60-year-old New York Stock Ex- 
change firm of Cooley & Company, long an 
advocate of the theory that the broker- 
dealer has to go to the customer instead of 
vice versa, used a local home show exposi- 
tion to display its wares. On a large panel 
in the booth it listed the names of com- 
panies providing materials and services that 
go into the building of a house. These were 
divided into listed groups of five, under the 
question: “What do you think an invest- 
ment in these companies will pay you?” 
The booth visitor could select the group of 


One target: The farmer 





This Colorado farmer 
makes his suplus dollars grow 


His investments paid him more tha 
Herc Stitt, 










Invest Wisely . .. through a Member Firm of the 


New York Stock Exchange 








Burroughs Clearing House 
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S. T. M. FREY 
Vice President 
Far West District 


J. P. DREIBELBIS 
Vice President 
in Charge 
Out of Town Division 


HESE men are part of a Bankers 

Trust Company team whose 
responsibility is the handling of the 
Bank’s out-of-town business. 

The aim of each man, and the 
experienced staff working with him, 
is to help our customers with their 
New York banking arrangements, 
and to point the way to the effective 
use of the many services this Bank 
offers. 

Here are six typical services that 
are available to you: 


Government and Municipal Bonds 

As a primary dealer we maintain an 

active market. All prices are net. 
Portfolio Analysis 

We will analyze your bond account, 


W. E. BLAKELEY 
_y Vice President 
Middle West District 
{ 


R. B. HOBBS 
Vice President 
SouthAtlantic District 


How these 7 men work for you and your bank 


advise on arrangement of maturities, 
recommend what to buy and sell. 


Pension Plans 
We will be glad to work with you 
on your own pension problems and 
those of your customers. 


Collections 
Fast, dependable collection of cou- 
pons, bonds, checks, notes, drafts, 
trade acceptances, bills of exchange. 
Credit Information 
Prompt, thorough reports prepared 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


J. S. TABER 
Vice President 
North Central District 


Vice President 


N. E. and Middle 
Atlantic Districts 





by a large and well-trained staff. 


Foreign Banking 


Including collection of foreign 
items, exchange transactions, and 
financing of overseas shipments. 


You will find these men go beyond 
the routine in the handling of your 
business. They will be glad to work 
with you on any of the problems that 
concern banking transactions in 
New York. 




















FACTORIES 


are growing in 
.AUSTRALIA.. 


The Bank of New South 
Wales booklet—“Invest- 
ment Opportunities in 
Australia” — deals with 
both the establishment of 
- factories and the purchase 
of securities. Obtain a 
free copy from your bank 





or direct from — | 
| 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia 




















THE BANK OF PERSONAL SERVICE 


ON JAVYH 3M 






THIS UNIT BANK, with 





over $150,000,000 in 
resources, would like to act as your 
Los Angeles correspondent... 
would welcome the opportunity 
to handle your cash and collection 
items...and to be of service to your 


customers when they come to 


Southern California. 


Union Bank & 
Gp: 


Co 


CORPORATION & FEDERAL RESERVE SYSTEM 
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12 NEIGHBORS 
INHARTFORD, CONN. 


how they 
increased 

their incomes 

by putting 

their surplus funds 
to work 








Explanatory folders take mystery from securities dealings 


his choice, press a corresponding button, 
and an illuminated disc on the panel 
flashed the approximate return (4 to 8 per 
cent) for securities represented by these 
companies. Over a pictured home on the 
panel was this message: “Every day in 
your home you are a customer of private 
industry. You can be a partner as well, by 
putting your dollars to work.” 

At the booth and as follow-up mailings, 
Cooley & Company distributed thousands 
of effective folders answering questions re- 
garding stocks, citing the dependability of 
income from well-known securities, and 


Newspaper advertising stresses the simplicity and profitabilit 


replying to common objections to such in- 
vestments. Samples of stocks and bonds 
were on display, and regular showings were 
made of the film, ““Money at Work,” spon- 
sored by the New York Stock Exchange. 

Interest shown. Questions raised by 
visitors at the booth revealed the need for 
such information, according to John F. 
Moran, a partner in the firm. It also 
showed an active interest, with over 200 
individuals leaving their names with re- 
quests for further facts, a number of new 
accounts being opened, and more than 100 
requests received for outside showings of 








UNCOMMON facts 
about common stocks 


DID YOU KNOW: 


—That 89% of the common stock issues listed on the New 
York Stock Exchange paid dividends in 1948? .. . and that 
their typical yield, based on year-end prices, was 7.8%? 
—That more than 200 listed stocks have paid dividends 


every year for 25 years or more ... more than 500 for 
10 years or more? 


The research department of our organization has compiled 
a great deal of information about common stocks which will 
be of interest to investors who seek i , 
the earnings of successful 

obligation. 


income, derived from 
companies. It is available without 
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the ““Money at Work” film to business and 
civic groups. In the latter connection, 
Cooley & Company has set up a speakers 
bureau through which representatives ap- 
pear before local organizations, give short 
talks, show the movie, and conduct a ques- 
tion and answer session. 

The firm sent a letter to Connecticut in- 
dustrialists telling them of the exhibit and 
pointing out that “in this venture we are 
also ‘carrying the ball’ for management.” 
The letter further stated the opinion that 
employee-management relations and the 
attitude of people toward “capital” would 
be benefited through a wider ownership of 
corporate securities. 

For the original idea of such a display the 
Hartford firm gives credit to Prescott & 
Co., a Cleveland brokerage house which 
previously had staged a similar exhibit. 

Promotion elsewhere. Other brokers 
are likewise taking aggressive action. 
Steiner, Rouse & Company keeps its 86th 
Street branch open Friday evenings to show 
films relating to investments or to some 
phase of American business. One Cleve- 
land broker has placed advertising in labor 
newspapers announcing that his organiza- 
tion would stay open nights to handle the 
working man’s business. The First Colony 
Corporation in Wall Street has advertised 
the availability of stock bargains in the 
best tradition of a department store base- 
ment, offering items “priced far below the 
original wholesale cost.” There have even 
been suggestions that a securities industry 
show be held in Grand Central Palace in 
New York City, emulating the automobile 
manufacturers. 

In a recent study of what ails the market 
for equities, made by the New York 
Society of Security Analysts, brokers came 
in for criticism for their lack of salesman- 
ship. However, it is likely that the drive 
to attract the small investor into the equity 
market will gain momentum in the future, 
and that public education programs will be 
an important part of merchandising efforts. 

From the standpoint of the national 
economy, as well as the welfare of the se- 
curities industry, it is to be hoped that the 
campaign will be successful. 


stock ownership 
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Income -Producing 


Common stocks need not be 
high-priced to provide holders 
with regular incomes. 

Many long term dividend 
payers are selling at less than 
$20 per share in today’s mar- 
kets, a few at less than $10. 
Some have paid dividends for 
30 years. Their yields range 
from four to eight per cent. 

By conferring with us you 
can learn which issues deserve 
your consideration. 








7.8 in ’48 


Of the 986 common stock is- 
sues listed on the New York 
Stock Exchange (as of Decem- 
ber 31), 883 paid dividends in 
1948...and their typical yield, 
based on year-end prices, 
was 7.8%. 


These facts indicate the in- 
come-producing possibilities 
of common stocks in your in- 
vestment planning. We have 
a wealth of information about 
this type of security which 
we will be glad to discuss 
with you at any time, with- 
out obligation, 


Stocks 


at Low Prices 


Firm Name 
and address 





Firm Name 
and address 
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CREDIT INSURANCE PROTECTED 


COMPANY A 


..- while Company B Lost Heavily 


When a competitor discovered a process to make a 
better product to sell at a lower price, a metal manu- 
facturer failed. By coincidence, two suppliers — each 
creditors for over $50,000 —had been contacted shortly 
before about AMERIcAN CrepitT Insurance. 


COMPANY A took out an 
AMERICAN CreEpi1T Insurance 
policy, and soon after the 
failure, received a check 
for its claim. 





American Credit Will Insure 
Your Customers’ Profits 
Against Credit Losses 


An increasing number of Banks are 
advising their customers to carry 
American Crepit Insurance. Some are 
insisting on this added protection before 
granting commercial loans. The bank 
may be included as a named assured in 
American Credit policies without charge. 


Bank officers know that the businessman 
who insures his Accounts Receivable with 
AMERICAN CREDIT... is protecting the 
profits of his company against dangerous 


OFFICES IN PRINCIPAL CITIES OF THE 
UNITED STATES AND CANADA 





GUARANTEES 


SS 


COMPANY B did not in- 
sure its receivables saying, 
“We only sell to million 
dollar accounts.” They re- 
ceived 42c on the dollar. 


credit losses . . . because AMERICAN 
CREDIT guarantees payments of accounts 
receivable. 


This additional protection is always 
important, but particularly now with the 
slowing down of customer payments. 
Your customers’ insurance programs .. . 
designed to protect and conserve assets... 
are not complete unless they include Credit 
Insurance. 


For information about AMERICAN CREDIT 
Insurance, phone our office in your city. 
Or write American Credit Indemnity 
Company of New York, Dept. 49, First 
National Bank Building, Baltimore 2, 
Maryland. 


PRESIDENT 


AMERICAN 
CREDIT INDEMNITY 


COMPANY 








PAYMENT OF ACCOUNTS RECEIVABLE 
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Abroad, as at Home, 
The Chase can Serve You! 


Wherever foreign trade requires modern banking services, you'll find the Chase 
prepared to help—not only through our world network of branches and 
correspondent banks but also with our intimate knowledge of the problems involved. 

















At home, the Chase for many years has been a leading supplier of 
bank credits for textiles, foodstuffs, machinery, transportation equipment, 
oil and many other products and commodities. 


In financing foreign trade, we supply helpful data on exchange 
and trade regulations and market and credit conditions. Our Foreign Department 
can act for you in carrying out each step of your transaction, from 
initial fact-finding to the final collection or remittance of funds. 






B) Bonts com roaten THE CHASE NATIONAL BANK 


: 10) their service to customers 


> i? =" OF THE CITY OF NEW YORK 
by using Chase facilities 
Bi HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 





8 Burroughs Clearing House 























BANKING NEWS 








Educational Opportunities 


Just as many students are turning their 
thoughts toward vacations, a number of 
bankers are making plans for attending 
summer classes. 

The School of Financial Public Relations, 
conducted by the Financial Public Rela- 
tions Association at Northwestern Uni- 
versity’s Chicago Campus, will hold its 
1949 term August 1-13. This will be the 
first full session of the two-year school 
which was established in 1948 to provide 
practical instruction for people concerned 


with public relations, advertising and new. 


business development in financial institu- 
tions. The schedule consists of 53 hours of 
classes plus five evening seminar meetings. 
Besides the two resident terms, the course 
includes six problems and a practical public 
relations project to be completed between 
the first and second years. 

This year the freshman class will again 
be restricted to 50 students. A folder giv- 
ing the outline of courses, faculty and in- 
formation regarding tuition, living condi- 
tions, and cost can be obtained by writing 
to Central Office, Financial Public Rela- 
tions Association, 231 South LaSalle Street, 
Chicago 4, Illinois. 

+ 

A Mortgage Banking Seminar, designed 
principally for young men entering the real 
estate financing field and those who have 
gone into it in recent years, will be spon- 
sored by the Mortgage Bankers Associa- 


Full-page newspaper ‘“‘eye-stoppers”’ 





OF 
PUBLIC RELATIONS 


FINANCIAL 


* 


Data on courses, costs 


tion of America in co-operation with 
Northwestern University at the school’s 
Chicago campus June 20-25. 

The course is said to be the only one of 
its kind held in this country, and more 
than 200 students from all sections are ex- 
pected to attend. All phases of real estate 
financing, appraising and construction pro- 


cedure will be covered in the week’s 
program. 


os 


An intensive five-day lecture course on 
Techniques of Estate Planning will be 
given by the Practising Law Institute from 
July 18 to 22 as part of its annual Summer 
Session. The Institute is a non-profit 
educational institution located at 57 Wil- 
liam Street, New York City. The program 
is designed for trust officers, lawyers, and 
other qualified in estate work. 
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Loan Survey Dramatized 


Following about 10 years of experience 


. with its Time-Credit Plan, the First Wis- 


consin National Bank of Milwaukee made 
an analysis of 100,000 installment loans and 
published smashing full-page newspaper 
advertisements dramatizing the significant 
facts revealed. 

One of the ads headlined the fact that 
“Milwaukee Families are ‘A-1 Credit 
Risks’,” based on the bank’s experience 
with a million monthly payments. It 
pointed out that virtually all of the pay- 
ments were made promptly, less than 3 out 
of every 100 installments being classified 
as delinquent, while losses averaged only a 
small fraction of one per cent. 

Another ad cited case histories typifying 
the more than 100,000 installment loans in 
the bank’s credit files. A third referred to 


based on an analysis of 100,000 installment loans 
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A 16mm film, with sound 





Purpose: 


the amount of money estimated to have 
been saved by First Wisconsin customers 
through lower finance charges. 

Both because of content and sheer size, 
the ads could not fail to attract even the 
most casual newspaper readers. 
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An “A” Picture 


As a part of its excellent public relations 
program, the Savings Banks Association of 


To improve public understanding 








66 





/ 


the State of New York has had prepared a 
16mm, sound, motion picture titled “A 
For Achievement.” 

The purpose of the film is to improve 
public understanding of the function of a 
savings bank in its community. It is a 
story of a boy, Tim Wellman, and the term 
paper he writes for a civics class on the 
subject of thrift institutions. The picture 
is expected to be shown before one million 
school students within the next year. In 
addition, it is suitable for clubs and other 
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Folder describing the movie 


Scene: Student and savings bank president 








groups, and is available for free showings 
anywhere in New York State. It can he 
obtained on a rental or sale basis outside 
of the state, by contacting Rudolph R. 
Fichtel at the Association headquarters, 
110 East 42nd Street, New York 17, New 
York. 

In the film, Tim is launched on his re- 
search for the term paper by the president 
of his local savings bank. He learns how 
savings banks differ from other banks, how 





ABOVE LOSS! 





ABOVE THEFT! 


they have helped to develop thrift into an 








ABOVE DESTRUCTION! 





Above all, too, is your bank’s desire to serve 
your customers...to protect their funds not only 
in the bank, but also traveling here or abroad. 


Give your clients this protection for their travel 
funds through National City Bank Travelers 
Checks. They are recognized all over the world, 





and spendable everywhere, just like cash. If 
they are lost, stolen, or destroyed, their full 
value is refunded. Issued in denominations of 


$10, $20, $50 and $100. 


Your bank retains ALL the selling commission of 
% of 1% on checks sold. Write for details. 








THE NATIONAL CITY BANK OF NEW YORK 
ivsl tn Worle Wb iite Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


Branches and Correspondent Banks in every Commercially Important City in the World 


Member Federal Deposit Insurance Corporation 
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American habit and how the money en- 
trusted to them is invested in helpful en- 
terprises. He learns that a savings bank is 
a place “where dreams come true.” He 
explains his subject so well in the term 
paper that he receives an “A” for achieve- 
ment. 
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Agricultural Award 


The Robert Strickland Agricultural 
Memorial Award for Distinguished Service 
to Agriculture in Georgia during 1948 was 
recently presented to The Farmers Bank, 
Monroe, at the annual meeting of the 
Georgia Bankers Association. The bank 
received a large bronze plaque and the op- 
portunity to select a student in its area to 


receive a $1,000 scholarship to a college of | 


agriculture in Georgia. 


The accompanying picture shows C. R. - 


Bradford (right), president of The Farmers 
Bank, accepting the award from George 


M. Bazemore (center), president of the | 


First National Bank in Waycross, whose 
bank first won the annual award. The 
plaque and scholarship were presented on 
behalf of the Trust Company of Georgia, 





Plaque and scholarship: 


in memory of former President Robert 
Strickland, by Board Chairman John A. 
Sibley (left) of the Atlanta institution. 

In presenting the award, it was pointed 
out that The Farmers Bank has built up a 
strong agricultural department headed by 
a university graduate in agriculture. It 
has played a leading role in developing a 
dairy industry and has co-operated in or- 
ganizing an active dairy association. It 
has made dairy and cattle loans to farm 
youth, has encouraged farmers to add beef 
herds, has made loans for establishing 
permanent pastures, and has stimulated 
soil conservation programs. Recently it 
made a study of the broiler business and is 
now financing several growers. 


° a 


Country Bank Program 


An ambitious program including seven 
major projects will be undertaken by the 
Country Bank Operations Commission of 
the American Bankers Association during 
the coming year, according to chairman 
Richard W. Trefz, president of the Beatrice 
State Bank, Beatrice, Nebraska. The proj- 
ects are as follows: 

1. Business Trends Study. This is de- 
signed to provide a method by which the 
executive personnel of smaller banks can 
keep regular check on basic economic fac- 
tors affecting the growth and safety of their 
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New!. «a machine to 
count currency accurately, 
automatically... fast! 


Counting currency by hand is tedious, 
time-taking and costly. Counting currency 
with a Tickometer is quick, efficient! 

The new model Tickometer handles 
more than eight hundred bills or coupons a 
minute ...counts five times faster than 
any manual method . . . imprints dates or 
codes at the same time...records both 
full and partial runs. 


Already in use in hundreds of banks, 
street railwaysand department stores...the 
PB Tickometer can save time and trouble 
wherever cash or coupons are counted. 

For full details and illustrated booklet, 
send in coupon below . . . today! 
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) Pitney-Bowes 


TICKOMETER 


Counting and Imprinting Machine 


PritNEY-BowEs, INc. 
3182 Pacific St., Stamford, Conn. 


Send illustrated Tickometer booklet to: 
Name 





Firm 


Address 








City 








institutions. One phase will-be'the develop- 
ment of bibliography of sources from which 
vital, national, local, and institutional data 
can be obtained, and banks will be en- 
couraged to make use of this data in making 
policy decisions. 

2. Job Classification Study. With the 
objective of setting up a guide for smaller 
banks in establishing a sound job evalua- 
tion program, the Commission, along with 
the A. B. A. Personnel and Customer Rela- 
tions Department, have conducted a pre- 
liminary survey among a group of smaller 
banks. On the basis of this information, a 
survey will be conducted in a larger group 
of banks. The data from the larger survey 
will be compiled and evaluated, and from it 


a guide for job classification and evaluation 
will be prepared for operating officers of 


-smaller banks. 


3. Current Trends in Bank Costs. A 
booklet is being prepared that will present 
current cost information based on figures 
obtained from banks which analyzed their 
costs using the plan outlined in the Com- 
mission’s manual, “Simplified Cost Anal- 
ysis for Smaller Nondepartmentalized 
Banks,” and from 21 selected larger banks 
in seven different size groups using their 
own cost methods. The study will set forth 
cost figures‘for most items and transactions. 

4. Vérification of Savings Accounts 
and Loans. A study of the different 
methods of verification, along with some of 
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Ready for Emergencies 


In an emergency you will find at the Shawmut 
Bank both ability and exceptional willingness 
to carry out difficult or unusual assignments 
in the New England area. For over 113 years 
this bank of “Outstanding Strength” has pro- 


for correspondent banks. 
The Rational 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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be mailed you on request. 


Assets 7 - 7 ° . . 
Liabilities - - . - - 
Surplus to policyholders a, 





Sverg Canker Should Kuou That: 
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Coinsurance reduces costs. What is coinsurance? It’s a proviso 
permitted in many insurance contracts, including fire policies, 
which says, in effect, that the insured agrees, for a substantial 
reduction in cost, to purchase insurance equal in amount to a 
certain percentage of the value of the property insured. Failure 
to keep this agreement results in the insured becoming a coin- 
surer, thus sharing with the insurance company in the payment 
of a loss. However, the company will pay losses in full - under 
the contract - when the insurance is maintained at the agreed 
percentage. A more detailed explanation of coinsurance will 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1947 


Losses paid to December 31, 1947 


. . . - $106,262,644 
51,292,949 
54,969,698 


422,207,611 
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their advantages and disadvantages, will 
be made in pamphlet form. 

5. Service Charge Survey. The survey, 
in questionnaire form, will be conducted 
among member banks with assets of less 
than $7,500,000. The study will provide ' 
up-to-date information on individual bank 
service charge practices and related data. 
Results will be made available as soon as 
completed. 

6. Service Charge Folder. A folder is 
being designed to aid banks using the Com- 
mission-recommended service charge plan 
to acquaint their customers with the plan. 

7. Single Posting. This study will 
illustrate and describe a_ single-posting 
bookkeeping system for smaller banks. 
The study is not planned as a recommenda- 
tion but as a guide for banks desiring to 
change to single posting. 


4 & 


Attractive Manual 


In its new personnel manual entitled 
“Your Key to New York,” the New York 
Savings Bank has helped to assure that the 
booklet will be valued and retained by hav- 
ing it bound in a leather folder imprinted in 





Leather and gold 


gold, and also by making the interior at- 
tractive through color printing and illus- 
trations throughout the printed text. 

Another feature of the manual is an or- 
ganization chart which broadly outlines the 
functions of the individual departments and 
their relation to the over-all workings of the 
bank. 

. + . 


Pasture Improvement 


As a means of stimulating interest in the 
subject, a Pasture Improvement Contest is 
being sponsored by the Manufacturers and 
Traders Trust Company of Buffalo, New 
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RESOURCES 

Cash and Due from Banks. ..............00000eeeees $ 583,354,763.57 
United States Government Obligations................ 1,076,869,865.20 
Other Bonds and Securities................2000e cues 78,972,444.71 
SOetn GI EOI 6 oo 6S Beh eNO ek ess 358,103,788.97 
Stock in Federal Reserve Bank..................0005- 4,500,000.00 
Customers’ Liability on Acceptances.................. 1,373,446.57 
Income Accrued but Not Collected................... 5,894,294.45 
PE I 05s 4 4 6-02 3 ESS he hee eas 9,825,000.00 

$2,118,893,603.47 

LIABILITIES 

SEE u's 50 cn chek 6 os oc k.es ws Gee RUE ae $1,919,952,947.21 
Te Ts COPE ORE PE eS Oe ee eee 1,373,446.57 
Reserve for Taxes, Interest, and Expenses... .......... 9,140,219.64 
Reserve for Contisigencies. ... 0... eda ee deeseues 18,109,442.54 
Income Collected but Not Earned.................... 477 ,605.56 
OR TI 660 68 6. ds 5 nie: ee wee a kee ee 60,000,000.00 
UID nin dn yeas Cb v.03 05 eee Ss oe 90,000,000.00 
Undivided Pree. 5 os. 5 on ee. EAE 19,839,941.95 

$2,118,893,603.47 

United States Government obligations carried at $178,507,134.12 
are pledged to secure public and trust deposits and for other 


purposes as required or permitted by law 


Member Federal Deposit Insurance Corporation 
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York, in co-operation with farm dealers and 
agencies. 

Under the direction of the bank’s Spring- 
ville office the contest is being conducted 
for farm communities of western New 
York, and extends from May 1 to October 
1. It is designed to promote the prosperity 
of the individual farm through a planned 
program of pasture improvement. Anyone 
in the area who receives the major part of 
his income from dairy and livestock farm- 
ing is eligible. Each participant must keep 
a record of grain fed, pasture dates of 
specific plots, and type of pasture. 

Awards for the best results will include 
trips to the Chicago Livestock Show and 


the Pennsylvania Farm Machinery Show. 
Also, the four contestants judged to have 
superior pasture management programs 
will receive plaques, and certificates of 
achievement Will be awarded to ten other 
farmers for having outstanding programs. 

Clyde Johnston, farm representative of 
the Springville office of the bank intro- 
duced the contest. 
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Walk-Up Window 


Taking advantage of fortunate circum- 
stances, the Newton (Massachusetts) Na- 
tional Bank at one of its branch offices has 














HEAD OFFICE: 
London, England 





BANK OF LONDON & SOUTH AMERICA 


Sixty Branches in South and 


Nine Branches in England, 


Cighty-eSeven Years in Latin America 


New York Agency: 34 Wall Street 


Limited 


Central America 


France, Portugal and Spain 














provides a 


HEAD OFFICE 





IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


TORONTO, CANADA 


320-46 
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if NEWTON ; 
NATIONAL BANK 


eA oe i wae 


There’s always a way 


installed an unusual “walk-up window”’ for 
the convenience of customers. 

Originally the office had an ordinary back 
door opening onto a wooden platform in an 
alley. When one of the largest and newest 
super-markets in the area moved next door, 
however, with a side entrance near the 
rear of the bank, it became apparent that 
many potential customers of the Newton. 
National would be walking past its back 
door. 

The bank’s interior construction was 
such that a customers’ entrance in the rear 
would not be feasible, so it was necessary 
to search for some other means of using 
this area. 

Happy solution. With the co-operation 
of the market owners the bank developed 
the idea of using a standard “drive-in” 
window, set in Italian marble similar to the 
front entrance of its building. The accom- 
panying illustrations show this window, as 
well as the entrance to the market at the 
left, and a bank door at the right which can 
be opened only from the inside. 

“Since the platform approach at the rear 
is adjacent to two large parking areas, 
many customers have found the window 
most convenient and it has been instru- 
mental in developing new business for us,” 
says Charles E. Smith, trust officer and 
assistant cashier. 
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Sheep Suggestion 


A strong recommendation that the local 
farmers consider expansion of their sheep 
raising operations has been made by The 
Romeo Savings Bank, Romeo, Michigan, 
in a bulletin which stresses the state and 
nationwide decline in the sheep population, 
the favorable price trend, the dual income 
received from this form of livestock, and 
the support price protection. 

Attached to the bulletin was a series of 
three articles from Michigan State College 
citing methods of increasing sheep profits. 
Bank assistance was offered in enabling 
farmers to take advantage of the present 
opportunity. 

o 7 + 


Savings Turnover 


To guide the management of savings 
banks and savings departments of com- 
merical banks in investment and operations 
policies, the Savings and Mortgage Division 
of the American Bankers Association has 
prepared a study of the turnover of savings 
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accounts during the period of 1938-1948. 

Included in the study is a series of 
charts showing the turnover trend, and on 
these charts the individual bank, can plot 
its own graph for comparison with regional 
and national averages. 


e Sf 


Deferred Posting 


Rapid progress is being made in the pas- 
sage of enabling legislation by states per- 
mitting the adoption of deferred posting by 
banks. 

A survey has disclosed that enabling laws 
have been passed by sixteen states during 
current legislative sessions, so that thirty- 
two states now have laws permitting the 
practice. At last reports, action was also 
imminent in several other states. 

A model statute on deferred posting has 


been given to state bankers associations by . 


the A. B. A. Committee on State Legisla- 
tion directed toward making the practice 
permissive and promoting uniformity 
among banks using this method. 


Sd Sd Sd 
Field Warehousing for 
Small Business 


Application of field warehousing methods 
to inventories ranging from $25,000 down 
to as low as $5,000 has been facilitated by 
the establishment of a new Small Business 
Department by Lawrence Warehouse Com- 
pany. A folder explaining this develop- 
ment can be obtained from the company’s 
executive office at 37 Drumm Street, San 
Francisco 11, California, or from branch 


As low as $5,000 


Facilitates inventory financing 
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JAWRENCE WAREHOUSE (OMPARY 
Nationwide Field Warehousing 








Small Business 
Department 


Offers to small business the same Lawrence 
Service used for years by thousands of 
major companies. At o new low annual 
cost, this time-tested method of securing 
additional capital is now practical forinven- 
tories as low as $5,000. 


FOR BORROWERS: 


Raw materials or finished products valued 
at $5,000 to $25,000 can now be used to 
secure a line of bank or finance company 
credit at a resonable cost. Ask your banker, 
or call or write us for complete information. 


FOR LENDERS: 


This extension of Lawrence Service opens 
up a vast new field for loans secured by 
inventories of moderate size. 





JAWRENCE \WAREHOUSE (OMPANY 


37 Drumm Street + San Francisco 11, Calif. 
Telephone DOuglas 2-5575 
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L i having a | foreign department 
IN YOUR OWN BANK 


A ote correspondent account with either of Bank 
of America’s main offices—in San Francisco or 

Los Angeles—not only affords you the services of the 
Bank’s many California branches, but also of the world- 
wide facilities of its International Banking Department. 

Letters of credit, acceptances, remittances, travelers 
cheques — every service related to foreign commerce, 
industry and travel is yours to command. 

The International Banking Department of Bank of 
America operates directly for you, preserving your 
relationship with your customer. For complete details, 
write Bank of America, International Banking Depart- 


ment, 300 Montgomery Street, San Francisco 20. 


Bank of America 


NATIONAL 2RYSV33 ASSOCIATION 
) Branches throughout California and in London, 
Manila, Tokyo, Shanghai, Kobe, Yokohama 

Representatives: New York, Paris, Milan, Zurich 
Correspondents throughout the world 
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Sell Bank of America Travelers 
Cheques fo your cusfomers 
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Bank Building & Equipment Corporation of America 


Second National Bank, Ashland, Ky., adds a mezzanine 











Saw-tooth counters, American Trust Co., Richmond, Calif. 


Exemplifying unusual bank architecture, a space solution, and special cage design 


offices in principal banking centers through- 
out the country. 

“The same safeguards which Lawrence 
provides for major commodity loans are 
now available for smaller loans at a cost 
scaled to reflect the value of the commod- 
ities warehoused,” says G. H. Peet, adver- 
tising manager. “This new service has met 
with most encouraging responses from loan 
officers who recognize its usefulness as an 
alternative to chattel mortgages, or the 
granting of open credit. It is helping to im- 
prove current loan portfolios. It has 
opened a vast new field for profitable loan 
business with manufacturers, wholesalers 
and retailers whose potential is great.” 

According to Mr. Peet, Lawrence’s 
“small business’’ field warehousing is now 
available in the metropolitan areas serviced 
by most of its branch offices, and will be 
extended to additional cities as rapidly as 
possible. Rates have been standardized on 
a monthly basis. 


¢ + ° 


Banking Quarters 


Solutions to space problems, decorative 
features, and specialized equipment making 
for better operations are to be found in a 
round-up of some of the newsworthy bank 
building and remodeling projects. 

Several unusual features have been em- 
bodied in the remodeled and enlarged 
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Richmond office of American Trust Com- 
pany, San Francisco. 

Perhaps of foremost interest is the equip- 
ment behind the teller windows. Each 
teller operates his own coin system, con- 
sisting of an individual steel unit mounted 
on wheels, which fits into a built-in recess 
convenient to the window. Whenever a 


Teller’s portable unit 





teller is relieved or steps out for lunch, his 
individual portable unit is detached from 
the recess and the cabinet of the relief teller 
is wheeled into that space. At the close of 
business these units are wheeled out of the 
cages and lowered by means of a new ele- 
vator to the vault floor below. 

The teller cages are of saw-tooth design, 
one of the first such installations on the 
Pacific Coast. 

> 


The ultimate in homelike atmosphere 
has been achieved in a new Wachovia 
Bank and Trust Company branch in 
Charlotte, North Carolina. From a 
Colonial entrance reminiscent of Williams- 
burg, one enters a room in pine paneling, 
with fireplace, prints on the wall, and 
Colonial furniture. 


+ 


As a solution to its cramped quarters 
problem the Second National Bank of Ash- 
land, Kentucky, added 5,000 square feet of 
floor space by erecting a mezzanine around 
all four sides of the main floor area. The 
addition accommodates a new ladies’ 
lounge, a committee room for the use of 
local businessmen, two private offices and 
the bookkeeping department. The mez- 
zanine is reached by an automatic elevator 
as well as a stairway. Working areas are 
served by an automatic letter lift from the 
first floor. Basement space has been con- 
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Realistic mural, Peoples Bank & Trust Co., Nampa office, Idaho First National Bank, has illuminated translites 
Rocky Mount, N. C. 


Further interesting building and remodeling developments in the financial field 
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A. I. B. exhibit emphasizes personnel opportunities in banking 


verted into an employee lounge, dining 
room and snack bar with a full-time at- 
tendant. 

° 


One of the nation’s largest and finest 
savings and loan association offices was 
opened recently on Chicago’s South Side. 
A huge oval-shaped lobby, topped by a 
large dome, distinguishes this new home of 
the Talman First Federal Savings and Loan 
Association. 

The highly modern front has showcase 
windows for promotion material, sur- 
mounted by a-circular windowless turret 
of stone and a tall vertical tower displaying 
the firm name. A Home Planning Haven 
in the basement has exhibits of home equip- 
ment, construction materials and methods 
as a customer information service, and 
there is also a home planning library. Em- 
ployee facilities include lounges, dining 
room and kitchen. 


° 


The unusual feat of increasing working 
space between 50 and 60 per cent without 
adding to its building has been accom- 
plished by the Ware Savings Bank, Ware, 
Massachusetts, and in the process the in- 
terior has been completely remodeled. 

The changes actually began at the en- 
trance to the building, where the former 
steps on the sidewalk were eliminated, a 
new entrance foyer constructed with steps 
inside the building, and a glassed-in vesti- 
bule built to ward off drafts. 

Through space rearrangement, the lobby 
now accommodates more than 60 customers 
at atime. Part of a former attic has been 
converted into a work area by lowering the 
ceiling of the first floor, while an unfinished 
section is now utilized as a stock room. 

New indirect lighting provides over 100 
per cent more illumination than before. 
The counter area contains convenient 
plastic shelves for the purses or other be- 
longings of customers. A modernisti¢ wall 
clock is a decorative feature. 

The remodeling comes at an opportune 
time, just before the bank’s 100th anni- 
versary in 1950. 


* 


Transfer of the loan department to an 
adjoining remodeled store was the space 
solution adopted by The Reedsburg (Wis- 
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consin) Bank. The new office is connected 
with the regular bank quarters by two 
doors, but it also has a separate street en- 
trance. It is fitted with stained mahogany 
counters and furniture, fluorescent light- 
ing, acoustic insulation, and glass blocks 
for some of the windows. 
. 


A similar answer to its growth problem 
was reached by the Peoples Bank & Trust 
Company, Rocky Mount, North Carolina. 
Both its consumer credit and trust depart- 
ments, which shared the same quarters, 
have had a substantial expansion of busi- 
ness volume. To solve the overcrowded 
condition the bank moved the trust de- 
partment to an adjoining building which 
was remodeled and designed especially for 
trust work. This department, incidentally, 
operates more than 130 farms with a total 
of approximately 15,000 acres. 

The consumer credit department has also 
been completely remodeled, along with the 
commercial banking department. A view 
on page 17 shows one of the five photo 
murals installed in the lobby. 

+ 


Three lighted translites, illuminated from 
the rear by fluorescent tubing, give a pleas- 
ing effect and add interest to a blank inte- 
rior wall of the Nampa office, Idaho First 
National Bank. The translites show scenic 
views of Idaho and have made a hit with 
customers. 

. ¢ + 


Aid to Recruiting 


Personnel opportunities in banking, and 
the qualities required for bank work, were 
effectively publicized in an exhibit prepared 
by the Youngstown Chapter of the Amer- 
ican Institute of Banking for a local 
Industrial Exposition. 

On a “Guide Post to Success” in the 
center of the display were signs listing such 
qualities as appearance, initiative, etc. 
These desired traits were further discussed 
on major signs in the background, and 
there was a listing of positions generally 
available in banks. Educational oppor- 
tunities were emphasized through a display 
of A. I. B. textbooks and a photo enlarge- 
ment of one of the study groups in session. 
Interest was further enhanced by the opera- 
tion of machine equipment used in banks 





and by an exhibit of counterfeit money. 

Of the 35,000 people who attended the 
exposition approximately 20,000 were 
school students. 


« > 


Group Discussion 


Neither commercial interest rates nor 
Treasury certificate rates are likely to rise 
in the near future, Dr. Lionel Edie, noted 
economist, recently told an audience of 300 
bankers at the sixth annual group discus- 
sion of The First National Bank of Phila- 
delphia. Moreover, he forecast a decline of 
bank loans from the 36 billion dollar peak 
at the end of 1948 to a low of approximately 
32 billion dollars about the middle of 1950. 
In the calendar year 1950 the government 
budget, he estimated, would, on a cash 
basis, show a deficit of from 5 to 10 billion 
dollars. 

The current adjustment in general busi- 
ness, Dr. Edie thought, would run its 
course by the middle of 1950 and would 
probably be limited to a 10 per cent decline 
in volume. As a result of prudence and 
common sense American banking is in a 
sound and healthy condition and should 
pass through the adjustment period with-— 
out the slightest need or pressure for 
drastic liquidation. On the investment 
side, he predicted that in the next year or 
two bank portfolios would contain a larger 
quota of government bonds and that the 
expiration dates would be longer than those 
of present government issues. 

Disclaiming any inside information and 
basing his conclusions solely on the logic of 
existing and developing conditions he pre- 
dicted a liberalization of the central bank 
policy of the Federal Reserve System. A 
start in that direction might be made by 
increasing the supply of bonds eligible for 
reserve purposes. Other moves, he thought 
might mature in a definite policy designed 
to increase bank deposits and stimulate 
general business. Certainly such a policy 
would be a logical if not necessary ingredi- 
ent of any government program to combat 
deflation. Dr. Edie envisioned the com- 
pletion of this policy change within a year 
or thereabouts. 

Consumer Credit. Alexander Gunther, 
vice-president of The First National Bank 
of Philadelphia, presented an exhaustive 
analysis of current consumer credit prob- 
lems. 

Mr. Gunther has found that consumer 
credit losses can be kept to a minimum by 
careful processing of applications and an 
intensive collection procedure. Through 
long experimentation he has developed a 
collection system and set of forms that have 
been effective in minimizing delinquencies 
without losing good will. For the guidance 
of his associates Mr. Gunther has had 
printed a manual containing an explana- 
tion of the procedure and reproducing the 
collection forms. 

The discussion forum, which was the 
sixth in a series sponsored by The First 
National Bank of Philadelphia, was at- 
tended by 300 representatives of corre- 
spondent banks in Pennsylvania, New 
Jersey, Delaware and Maryland. Other 
speakers discussed such timely subjects as 
sound safe deposit practice, everyday legal 
problems in banking, insurance protection 
for banks, the reserve method for bad debts 
and other accounting problems. 
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Mr. Banker: 


THIS ADVERTISEMENT [i> 
is reaching businessmen throughout 
the country through the pages of 
Business Week, Nation's Business, 
Dun's Review and other publications. 


It is also of interest to YOU: in fact, 
any modern form of insurance pro- 
tection is of interest to trust officers 
and other bank executives who are 
concerned with the management of 
businesses of the bank's clients. The 
loss of the valuable papers and 
records of such clients could be an 
extremely serious matter were no 
financial reimbursement available in 
the form of a Valuable Papers Policy. 


June, 1949 
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What would it cost to 
replace your essential 
business records? 


Have you ever stopped to consider what a heavy investment in 
work and money has gone into your business records — the 
correspondence files, manufacturing and sales records and ac- 
counts, customer lists, employee and payroll records, engineering 
drawings, miscellaneous reports, and all the other vast accumula- 
tion of data in daily use in your operations ? 


Estimate the value represented and you'll have some idea of the 
expense you'd be put to just to restore the indispensable portions 
of this information, should it be lost, destroyed, or substantially 
damaged by fire, flood, explosion, or any other cause. 


The possibility of a loss is such a serious risk, and would cost you 
so much money, that it should be covered by insurance. Ideal for the 
purpose is the Hartford Valuable Papers Insurance Policy which: 


1. Covers business records and all papers* used in business activities, 
against loss due to fire, explosion, windstorm, theft, and any 
other cause (except misplacement or mysterious disappearance, 
wear and tear, deterioration, vermin, and acts of war). 


* Currency, stamps, coupons and securities, checks, drafts, notes, or other written 
evidence of indebtedaess or obligation are not covered by the policy. 


2. Covers such property in your office, in transit to a place of greater 
security, and in the more secure location. Papers taken off the 
premises for business purposes are covered up to 10% of the 
total insurance carried, subject to a limit of $5,000. 


3. Guarantees that the Hartford will either replace or reproduce lost 
or damaged records or papers, or pay in cash up to the limits of in- 
surance carried an amount equal to the actual costs of making such 
replacement. (Unless specifically insured fora higher amount, there 
is a limit of 5% of the total insurance on any one record or paper, 
subject to a maximum payment of $5,000.) 


Your Hartford agent or your own insurance broker will gladly 
furnish details of this /ow-cost, broad protection. In over 5000 
communities you can secure the name and address of the nearest 
Hartford agent quickly by calling Western Union by number and 
asking for “Operator 25.” Or writethe company fora sample policy. 
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The First National Bank of Chicago 


Board of Directors 


Edward E. Brown 
Chairman of the Board 


Leopold E. Block 


Chairman, Finance Committee, 


Inland Steel Company 


Ralph Budd 
President, Chicago, 
Burlington & Quincy R. R. Co. 


Augustus A. Carpenter 
Director, Hills-McCanna 
Company 

J. D. Farrington 


President, Chicago, 
Rock Island and Pacific 
Railroad Company 


James B. Forgan 
Vice-Chairman of the Board 


Walter M. Heymann 
Vice-President 


Henry P. Isham 


President, Clearing Industrial 
District, Inc. 


James S. Knowlson 


Chairman of the Board 
and President, 
Stewart-Warner Corp. 


Homer J. Livingston 
Vice-President 


Hughston M. McBain 


President, 
Marshall Field & Company 


Bentley G. McCloud 


President 


James Norris 
President, Norris Grain Co. 


John P. Oleson 
Banker 


Irvin L. Porter 
Vice-President 


Edward G. Seubert 
Chicago, Il. 


Statement of Condition April 11, 1949 


Cash and Due from Banks 


ASSETS 


United States Obligations—Direct and fully Guaranteed 


Unpledged 


Pledged—To Secure Public Deposits and 
Deposits Subject to Federal Court Order 


To Secure Trust Deposits 


- $ 441,245,733.26 


189,069,826.43 
39,364,079.57 


$ 562,297,377.82 


Loans and Discounts 


Capital Stock . ° 
Surplus. : ‘ 


Time Deposits . 
Demand Deposits 





Under Trust Act of Illinois 
Other Bonds and Securities 


Real Estate (Bank Building) 

Federal Reserve Bank Stock ‘ 
Customers’ Liability Account of Acceptances 
Interest Earned, not Collected . 

Other Assets . ° 


Other Undivided Profits . : 
Discount Collected, but not Earned . 
Dividends Declared, but Unpaid 
Reserve for Taxes, etc. F 
Liability Account of Acceptances 


Deposits of Public Funds, . 


312,000.00 


690,191,639.26 





LIABILITIES 


$ 432,279,322.66 
. ‘ 1,378,365,156.47 
, . 175,502,946.11 


° 98,206,053.12 
. 787,522,450.75 





° 2,816,524.06 
° 4,200,000.00 
. 2,934,784.81 
° 4,723,014.55 
° 545,416.52 

$2,153,437,260.89 


- $ 75,000,000.00 
. 65,000,000.00 


° 2,888,955.55 
. 1,209,494.82 
1,500,000.00 
18,029,190.09 
3,662,195.19 


1,986,147,425.24 





$2,153,437,260.89 





R. Douglas Stuart 
Vice-Chairman, 


Quaker Oats Company 


George G. Thorp 
Madison, Wis. 


Louis Ware 


President, International 


Minerals & Chemical Corp. 


Albert H. Wetten 
President, A. H. Wetten & Co. 


Harry A. Wheeler 
Banker 


C. J. Whipple d 
Chairman of the Board, 


Hibbard, Spencer, Bartlett & Co. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


John P. Wilson 
Wilson & Mecllvaine 


Robert E. Wilson 


Chairman of the Board,’ 
Standard Oil Company 
(Indiana) 


Robert E. Wood 


Chairman of the Board, 
Sears, Roebuck and Co. 
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Left to right: Donald E. Hunt, assistant vice-president; Bertram J. Miner, vice-president and cashier; 
Chester B. Lord, president; Miller S, Gaffney, assistant vice-president 


The replies were carefully reviewed by the bank’s officers 


A CHECK-UP ON POLICIES AND SERVICE 













Surreving CUSTOMER OPIMO 


By means of a special letter the bank uncovered 
sore spots and received constructive suggestions 


By 
B. J. MINER 


Vice-president and Cashier, First National 
Bank, Binghamton, New York 


HEN our president, Chester B. 

Lord, returned last year from a 

visit to the south he flew to New 
York City via Eastern Airlines and 
during this flight he was handed a 
fold-over type of letter which asked 
him to answer seVeral pertinent ques- 
tions regarding the manner in which 
the employees of Eastern Airlines 
handled his accommodations. He was 
asked such questions as: Were your 
tickets properly handled? Were the 
employees courteous? Were your ride 
and your accommodations comfortable 
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An idea from Eddie Rickenbacker 


and pleasant? A short note stating the 
reason for the questions was also a part 
of the letter, which was signed by 
Eddie Rickenbacker, president of the 
airline. 

Mr. Lord, instead of using the letter 
for the purpose it was given him, was 
so intrigued with its possibilities that 
he brought it home and presented it to 
the other officers of our bank with the 
thought that it might be adopted to 
our use. 

The officers immediately got to- 
gether and discussed the possibilities 
pro and con. It was first felt that the 
plan might be inadvisable for us be- 
cause it might provide those customers 
who had legitimately been refused 
loans an opportunity to be unneces- 
sarily critical, plus the fact that other 
customers might feel they had an op- 
portunity to express themselves un- 
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_. questions you may wish to 
 @nswer for us. 


| Hes this bank been ready 


and willing to meet your 
banking requirements? 
Have you met ot oll times the 


genuine and friendly courtesy 
that is your due? 





I_am very much ri 
facilities at the First Ward Branch in 


eve éxcent one. Between 10 o'clock 
and noon on Friday when we factory, workers 


have to cash our checks there should be 










pate September 2, 1948 





with the banking 











What improvements can you 
suggest for our service? 


Your potronage is valuable 
to us. We want to make it 
equolly valuable to you. 


some one at each window to cash checxs 
instead of 


are 
us to wait so long. 


t one or two. Our lunch 


$s no Ow 





In all other respvects, I don't think I 





could do business with a nicer bank. 




















Sample of 


justifiably concerning their bank rela- 
tions. 

On the other side, however, we 
realized that our bank has thousands 
of customers and that we have a rela- 
tively large branch office at some dis- 
tance from our main office. Also, we 
have a personal loan and consumer 
credit department at a separate loca- 
tion operating longer hours than the 
bank proper. In addition, our bank 
has become more highly departmental- 
ized through growth in the last few 
years. All of these factors have made 
it more difficult for management to 
maintain close enough contact witH all 
customers to know whether they re- 
ceive the maximum of service and 
courtesy at all times. 


AFTER considerable discussion, it 
was pointed out that we should be 
in a position to determine whether the 
criticisms were just or not, and that 
most people who had something they 
wished to “gripe about” felt better 
after having had the opportunity to 
get it off their chests. Furthermore, 
and most important, we concluded 
that if there were any sore spots of 
whatever nature in our relationships 
with customers, we would be much 
better off knowing them. It was, 
therefore, decided to go ahead. 

We then contacted our advertising 
agents and asked them to study the 
letter and suggest revised copy making 
it applicable to the services of a bank. 
Upon receipt of their suggestions we 























BERTRAM J. MINER, Cashier 
First National Bank 
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the letter form, which folds to post-card size, that the bank sent to 3,00ifehe 


spent considerable time revising and 
re-wording the form and content of the 
letter. We then decided to distribute 
it to our customers by forwarding it in 
the monthly statements. At the time 
of our distribution we had about 7,000 
active checking accounts, and to a 
selected list we sent approximately 
3,000 copies of the letter. 

In sorting and checking account files 
for distribution of the letter we took 
into consideration two things, the 
number of accounts carried by one 
individual so that he would not receive 
four or five copies, and diversification 
so that we would have a cross section 
of opinion from all types of customers 
including professional and _ business 
people. We purposely selected our 
checking accounts for this survey and 
did not include our interest accounts 
for the reason that we felt the customer 
who had a checking account came more 
often in contact with the bank’s serv- 
ices and was in a better position to 
express an opinion as to the day by 
day courtesy and service performed by 
its employees. 

We have received about 150 replies, 
which at first thought might seem dis- 
couraging. However, since the average 
person who wishes to complain about 
something generally welcomes the op- 
portunity to do so, we have reason to 
feel that the lack of replies means that 
the customers generally are pretty well 
pleased with the bank’s services. Upon 
receiving our replies we divided them 
into four divisions: Critical, 10 replies; 


complimentary with suggestions, 19 
replies; complimentary only, 115 re- 
plies; general, 5 replies. 

Some of the suggestions received and 
some of the criticisms were construc- 
tive, and we immediately took steps to 
improve our service in the manner sug- 
gested. Every customer who took 
time to write and tell us his opinion 
about our bank received from the 
cashier a personally dictated letter 
thanking him for his comments, and 
where a suggestion or criticism had 
been made the customer was thanked 
for his frank expression and was told 
what steps had been taken to act upon 
his suggestion or correct the reason for 
his criticism. While some of these 
letters were difficult to answer we 
welcomed the opportunity for ex- 
planation. 

Incidentally, many of our customers 
thanked us for giving them the oppor- 
tunity to express themselves. 


LISTED below are sample letters 
from three of the classifications, 
together with our reply to each. 


Critical 
September 2, 1948 


I am very much pleased with the 
banking facilities at the First Ward 
Branch in every way except one. Be- 
tween 10 o’clock and noon on Friday, 
when we factory workers have to cash 
our checks, there should be someone at 
each window to cash checks instead of 
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must have a friendly, helpful 
human concern and interest 
in the customers It serves. ts 
customers must also return 
this regord, oa 
Every so often a customer 
acknowledges this regard, - 
either in words or by letter, 
and on occasion we receive 
equally frank criticism on - 
some porticular score. We 





welcome both Appleuse and 
Brickbots.. Each help us to 
serve you better in the future. 

So please take a moment 
to drop me a line on the con- 














New York 


venient report form under the 
flap. Help us to make your 
bank, in every way, to be. 
the bonk you would like it 


to be 
AP 
CASHIER 


First National Bank 
BINCHAMTON, NEW YORK 





hecking account customers... 


just one or two. Our lunch periods are 
limited and time does not allow us to 
wait so long. 

In all other respects, I don’t think I 


could do business with a nicer bank. 
J. L. WoopMAn, 
Chenango Bridge, N. Y. 


Reply - 
September 4, 1948 

Dear Mr. Woodman: 

It was good of you to take time to 
tell us how you feel about our service. 

We value your remarks concerning 
the waiting time required to cash your 
pay check on Friday. We think you 
might like to know that we recognize 
this problem, and now have our archi- 
tects drawing plans for the enlarging 
and improvement of our facilities at 
our Branch. We sincerely hope their 
estimate will not prove prohibitive. 

We appreciate your comments, and 


_ hope we may continue to merit your 


friendship and good will. 
Sincerely, 


Complimentary with Suggestion 
December 1, 1948 
Dear Mr. Miner: 

Our banking relations have been of 
the best. 

There is one suggestion we might 
make and that is, your bank be open 
on Saturdays to give customers who 
work in Endicott an opportunity to do 
their banking. Your bank might close 
Mondays instead of Saturdays so that 
the employees would have a com- 
parable week-end. 

Very truly yours, 
W. H. Roses, Vestal, N. Y. 





Reply 
December 6, 1948 
Dear Mr. Roblee: 

Thank you very much for taking 
time to tell us how you feel about our 
service. 

We value your suggestion concern- 
ing Saturday morning opening, and we 
assure you that we would much prefer 
to remain open every Saturday. It is, 
however, very difficult to convince our 
employees of this fact, particularly at 
a time when factories and industrial 
businesses are closed. Unfortunately, 
the law does not permit our closing 
Mondays, and we, therefore, could not 
legally do so. At the time Saturday 
closing came into being, we extended 
our hours on Thursday until 6:00 
o’clock thereby making the same num- 
ber of banking hours available to our 
customers as was in effect before the 
change. We hope this arrangement 
will be of assistance to you. 

It was very good of you to express 
yourself as you did, and we want you 
to know that we greatly appreciate it. 

Sincerely, 


Complimentary 
January 10, 1949 
Dear Mr. Miner: 

In 1906 I opened a checking account 
with your Bank in the name of E. P. 
Morgan & Son. In 1931 changed the 
account to my name. For 42 years I 
have been dealing with the Bank. 

See CUSTOMER OPINION—Page 62 


...and some replies received. All comments were acknowledged, suggestions considered 








Worker. 


which denial I could obtain no reason. 


—Refrigeration Service. 


Service Charges. . 








A Cross Section of 


Faster Service . . . I’ve often wondered when I have had to 
stand in line (especially Mondays and Fridays) if it couldn’t be 
arranged to have one or two windows to take care of those who 
want payrolls or come in with bags full of money for deposit. 
Or, the bank could have certain windows for quick deposits and 
cashing checks—similar to “express” lanes in grocery stores 
(5 items or less).—Labor Representative. 


Banking Hours . . . The average working man cannot get 
to the bank during scheduled business hours. 
Open Saturdays 9 a. m. to 2 p. m. and give bank employees any 
other week-day off, but stay open on Saturdays.—Factory 


Loan Policy . . . About two years ago I approached your loan 
department asking for a $500 loan for major repairs and replace- 
ments on my auto. Officials in the loan department were quite 
certain that my application was acceptable, but then I was told 
that one of the bank officers had denied the application, for 


firm soliciting business from the general public should willingly 
submit refusal reasons to the clientele so if there are errors in 
research investigation they could be clarified.—Distribution. 


Note Notice . . . When a note becomes due it would be ap- 
preciated if the bank would call, say two days before the due 
date, and in that manner help us meet obligations on time. 


. I suggest a flat quarterly fee instead of 
the small charges on checking accounts that are below the 


My suggestion: 


out?—Secretary. 


I should think that a 


wife. 


* ment. 





Customer Comment 


specified amounts. I can never balance my checkbook without 
digging through to find out what charges, if any, have been 
applied.—Professor. 


12 for $1 . . . Suggest better system on checking accounts. 
How about 12 checks for $1 with any balance.—School Teacher 


More Branches . . . The only suggestion I can think of, to 
aid the tremendously growing population of the North Side of 
Binghamton, is a branch of your bank. Parking facilities are 
actually non-existent and our Northsiders dread banking down- 
town.—Pharmacist. 


Packed Pads . . . Service, facilities and consideration excel- 
lent, BUT why do your employees pack so many deposit slip 
pads into desk slots so it becomes an aggravation to get them 


More Glue . . . My one complaint is that our statements 
are just never sealed. While we were on vacation this summer 
my neighbor took care of our mail, and I know she had a lot of 
fun studying my two months’ statement. 
quite has it figured out yet. Can’t you use more glue?—House- 


Check Return . . . Some time back I sent a check to New 
York and failed to endorse the check. It went through the bank 
in New York and was sent back from my bank for no endorse- 
I thought you could have called me about the endorse- 
ment and not sent the check back.—Candy Company. 


I don’t think she 
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Close-up of an unusual institution, widely 
known as the “import and export’? bank 


BANKING A/ong the 


WORLD TRADE 


IHE Bank of California N. A. has 

been termed an unusual bank in 

many respects, which in fact it 
really is. Among other things, it is 
known for its interesting historical 
background, unique coastwide facil- 
ities, and long-standing adherence to 
soundly conservative policies. Prob- 
ably above all it is noted for its inti- 
mate foreign trade connections, built 
up over many decades, which have 
made the institution familiarly recog- 
nized along the world’s trade routes. 

Perhaps the quickest way to visu- 
alize the unusually far-flung scope of 
our bank’s activities is to take a look 
at the morning mail desk. 

In addition to the usual heavy do- 
mestic correspondence there will be 
found a surprisingly large pile of en- 
velopes bearing strange stamps and 
postmarks, from faraway places rang- 
ing over all six continents. 

The large stack of world-wide mail 
reflects the bank’s long association with 
world trade. Over many years The 
Bank of California N. A. has become 
known as the “export and import” 
bank. All day long a steady stream of 
visitors —businessmen from overseas, 
representatives of the big shippers, men 
from the export and import houses — 
come into the bank to discuss their 
problems. Two major shipping com- 
panies are represented on our board of 
directors. Last year the bank handled 
approximately $60,000,000 in export 
letters of credit and foreign accept- 
ances. We estimate that The Bank of 
California handles the financial trans- 
actions involved in a very substantial 
share of the West Coast’s export and 
import business. 

Of course, with total resources of ap- 
proximately $350,000,000 and loans of 
more than $100,000,000, the bank has 
also played an important domestic 
role in the rapid upbuilding of the 
West Coast region. 

In July of this year, the bank cele- 
brates its 85th anniversary. Since a 
knowledge of some of the past develop- 
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JAMES J. HUNTER 


President, The Bank of California N.A., 
San Francisco, California 


ments in the bank’s history is necessary 
in order to understand certain of our 
current operations, it seems that a 
brief review of this background is indi- 
cated before further discussion of 
present activities. 

Historically, our institution is the 
outgrowth of a need for financing the 
West Coast shipping industry and the 
wheat growers of the mid-1800’s. The 
bank traces its antecedents back to sea 
captains and shipping men, who 
founded a private banking firm in San 
Francisco in 1855. Nine years later 
there grew out of this partnership a 
newly-organized financial institution, 
The Bank of California, which opened 


Bank of California N. A. is also noted for its interesting history fas. 


ROUTES 


on July 5, 1864. It was the state’s first 
financial institution to be incorporated 
as a commercial bank under a new 
California law governing corporations. 
Old records show that from its be- 
ginning the bank was engaged in financ- 
ing foreign trade. Its first advertisement 
announced an intention of carrying on 
a banking and exchange business with 
the interior of California, the neighbor- 
ing state and territories, Mexico, the 
Atlantic Cities, Europe, China and the 
East Indies. A considerable exchange 
business was conducted with the Orient 
and with Central and South America. 
A large share of the bank’s business was 
the financing of the grain in fleets of 
ships going to Europe. California was 
then a large producer of wheat which 
went to world markets, and this bank 
was often termed the “grain bank.” 
Due to these early activities our 
officers believe that this bank is oper- 
ating one of the oldest, if not the 
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FOREIGN TRADE FINANCING... The foreign department, on the main floor, is one of the 
oldest in the country and handles a substantial share of the West Coast business 


oldest, bank foreign departments in the 
country. Eighty years ago even the 
commercial banks in New York City 
did not operate their own foreign ex- 
change departments but relied upon 
the foreign financial houses, usually 
branches of European banking firms, 
who specialized in overseas credits and 
collections. 

At the outset it was mentioned that 
another unusual feature of the bank is 
its coastwide facilities. It is the only 
national bank operating in three states, 
through its offices in San Francisco, 


Brochure describing the bank 
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KNOWN AROUND THE WORLD 
FOR 85 YEARS 














Portland, Oregon, and Tacoma and 
Seattle, Washington. This is another 
heritage handed down from near 
pioneer days. 

The Oregon and Washington offices 
were originally opened in the 80s and 
90s of the last century by the British- 
owned London and San Francisco 
Bank, Limited, largely to finance grain 
shipments to England and the Euro- 
pean continent. By early 1905 when 
the English stockholders desired to 
retire from the American scene it was 
decided to let The Bank of California 


take over the West Coast properties, 
since it had the “know-how” and long- 
established foreign trade connections 
to continue financing the grain ship- 
ments. 

When the bank was admitted by the 
Federal authorities as a national bank 
in 1910, it was authorized to take its 
three offices in the Pacific Northwest 
into the national banking system as 
part of its operations, and the name 
was changed to ‘“The Bank of Cali- 
fornia National Association.” 

Turning from the past and reverting 


us an early “‘grain bank,”’ and for its adherence to sound and conservative policies 


Classic exterior of the San Francisco headquarters 














Top: Trust department has a world-wide clientele 
Below: Recently organized public relations department 


An expansion and modernization program is now completed 


to current activities, it should be noted 
that the offices in the Pacific North- 
west are considerably more than 
“branches” in the usual sense of the 
word. Each is a fully-integrated bank, 
headed by a vice-president and man- 
ager who has ample authority to act. 
Moreover, in each case the offices have 
grown up with that section of the 
country. The people in each office have 
largely been brought up in the local 
area and know the needs of the com- 
munity. Over the years these offices 
have helped to finance the basic in- 
dustries: Lumber, wheat, barley and 
other grains, the salmon canneries and 
other fisheries, the growers and proces- 
sors of fruits and vegetables. They 
have aided the ranchers, lumbermen, 
fishermen, orchardists and farmers to 
find domestic and foreign markets for 
their products. 

The fact that the bank has offices in 
the principal shipping ports of San 
Francisco, Portland, Tacoma and 
Seattle has enabled us to offer an 
attractive service to foreign corre- 
spondent banks. When they are re- 
quested to issue letters of credit in 
favor of shippers in any one of these 
ports, all the facilities of the bank are 
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made available, and an account at any 
one office automatically provides coast- 
wise coverage. This also means that 
we are in the unique position of being 
able to give the foreign banks an active 
working correspondent in each of the 
four Pacific Coast ports with only one 
U. S. dollar account, which can be 
carried on our books in San Francisco 
or at any one of the other offices. With 
the dollar shortage that exists today, 
this coastwise feature is particularly 
liked by our banking friends abroad. 
The coastwise arrangement likewise 
has its advantages for importers and 
exporters. If an importer in San Fran- 
cisco, for example, buys some ship- 
ments of merchandise, part of which is 
discharged at one of the three Northern 
ports and is being distributed or sold 
there, our offices are in a position to 
assist in clearing or warehousing the 
shipments. They can also aid in the 
distribution process and in obtaining 
payment from the ultimate buyer, 


In a managerial capacity, Presi- 
dent Hunter has weathered 
business vicissitudes since 1906 





particularly in the event the San Fran- 
cisco firm does not have a representa- 
tive in the Northwest. Such instances 
occur frequently. 

The bank maintains a private wire 
between the four offices facilitating 
consultations and exchanges of views 
on any current problems. Importers 
and exporters can send their business 
cables to any one of the offices, for 
reasons of economy as well as conven- 
ience, which enables foreign traders to 
communicate directly with the officers 
in that city who are familiar with the 
local situation. 

Even with our long experience and 
advantageous facilities for handling 
foreign trade, there are many difficul- 
ties involved in present day operations 
in this field. These arise largely from 
political uncertainties, government 
controls and exchange restrictions, and 
lack of dollar exchange to buy goods. 

Foreign trade with China has been 
stifled for the past year and a half. Its 
political future is still uncertain, but 
the Chinese merchants have long been 
world traders and shown a marvelous 
ability to carry on trade under adverse 
conditions. Trading is very active with 
Hong Kong, an important distributing 
center for South China. Trade is open- 
ing up with Japan. India and Pakistan 
are going through a transition period 
and those countries, as well as Aus- 
tralia, Malaya and other members of 
the British sterling block, still en- 
counter difficulties in obtaining the 
necessary dollar exchange. Very rigid 
exchange controls are maintained by 
South Africa. Political conditions in 
Indonesia remain unsettled but some 
copra shipments are coming through. 
Siam has a very favorable trade bal- 
ance and is enjoying prosperous con- 
ditions at this time. 


See WORLD TRADE ROUTES—Page 67 
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These three manuals, already available, will be followed by a number of others 








‘Theres News 
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A handbook on 
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YOUR BANK'S 
ADVERTISING 


\. B.A. Tools for 
DANK PUBLIC RELATIONS 


Description of a program that is designed to 
be of practical assistance at the local level 


HE job of providing public rela- 

tions working tools at the local 

level for banks, a continuing proj- 
ect being undertaken by the Public 
Relations Council of the American 
Bankers Association, is now well under 
way. 

Early in May there came off the 
press a third study in the new program 
of planned public relations for banks. 
This one is devoted to advertising and 
is entitled, ““Your Bank’s Advertising 
—How To Make It Pay.” It is really 
a “how-to-do-it” manual on this sub- 
ject, designed to show management 
what needs to be done in this field and 
how to do it. It sets forth the prin- 
ciples and practices of planned adver- 
tising programs for banks, which, if 
followed, will be effective. 

With the advent of this new manual, 
the character of the Association’s pro- 
gram becomes clearer and its pattern 
established. Each of the manuals seeks 
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Bureau, American Bankers 
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first to convince management of the 
need for better public relations on the 
part of banks. Having done that, it 
lays down the rule of centralized re- 
sponsibility for the work, shows what 
good public relations are and, then, 
how to go about achieving them. 
Number one, “Planned Public Rela- 
tions,” covers the subject implied by 
its title. It is designed primarily to 
show management how it can plan 
public relations. The heart of it is a 
check list of the elements in a good 
public relations program against which 
the managers of a bank can check 
themselves to determine what they are 





doing and what they ought to be doing 
by way of services rendered to the 
public, the quality of their personnel or 
employee relations, their director and 
stockholder relations, relations with 
their customers, their community re- 
lations, their advertising, and their 
publicity. 

This manual makes it clear that 
there is much more to good public rela- 
tions than just advertising and giving 
good service, as the check list referred 
to above indicates. ‘Planned public 
relations should include every point of 
contact,” it says. It stresses the im- 
portance of bank public relations flow- 
ing from top management and the im- 
portance of their being planned, rather 
than left to chance, and of their being 
made the responsibility of a ranking 
officer. Planning is emphasized all 
through the manual. 

Having thus made the general case 


See BANK PUBLIC RELATIONS—Page 64 


27 





A travelogue report on what banks 
throughout the country are doing 
to improve their procedures 


OPERATING IDEAS 
rom a 6-Weeks Tour 


AYBE it’s in the blood stream. 
Maybe it’s wanderlust. May- 
be it’s true that one learns bank 

operations best by getting in the other 
fellow’s shop. Maybe it’s just because 
the boss said, “Go.” Be the real 
reasons what they may, I found my- 
self last year aboard a transcontinental 
train starting on a six weeks’ tour 
from coast to coast. 

Six weeks is all too short to get the 
thinking of the best operating men, 
to grasp the sheer size and magnitude 
of the country’s large banks. Coming 
as I did from the 24th bank in size in 





THE COVER PICTURE 


A view of the Methods Review Divi- 
sion, Continental Illinois National 
Bank and Trust Company of Chicago 


A sampling of some of the interesting developments uncovered by Mr. Beaci§n | 


At National Bank of Detroit, tellers sign 


money orders up to $100 


By 
FRANK LOOMIS BEACH 


Vice-president, The United States 
National Bank of Portland, 
Portiand 8, Oregon 


the country, it was still overwhelming 
to see such things as 96 bookkeeping 
machines posting checking accounts 
at the First of Boston in a single de- 
partment, a quarter of a million transit 
checks being processed every 24 hours 
seven days a week by the Philadelphia 
National, or 50,000 safe deposit boxes 
in a single vault at the First of Chicago, 
or the process of procedure planning 
at Continental. 

Sheer size continues to be the pre- 
dominating impression as one covers 
the big banks of the country. At the 
National Bank of Detroit we see the 





processing of over 375,000 items daily. 
In New York we are dizzily lifted to 
the 52nd story for lunch in the Na- 
tional City’s lunchroom, and at the 
luncheon are informed that in addition 
to 65 New York city branches there 
are 48 active foreign branches, and 
that the total staff is 12,000 people. 
New York banks are all impressive. 
Before the nationwide tour is over one 
calls at the head office of the largest 
bank, the Bank of America, and 
here again size is emphasized, both 
financial and geographic, in a 520- 
branch system that stretches over al- 
most a thousand lineal miles. 

But let us look at banking in the 
order that the train traveled. The 
first stop was Minneapolis, home of the 
two great banking groups, one having 
as its leading bank the First National, 
and the other having the Northwestern 


Experienced clerks prepare check statements daily, First National 


Bank, Madison, Wisconsin 
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In his tour, Mr. Beach called on banks in the cities shown 


National. These two large groups 
reach far over state lines, serving a 
wide and diversified area. Both of the 
huge main banks are second floor 
banks. The Northwestern uses esca- 
lators and the First National uses ele- 
vators to carry customers to the bank- 
ing floor. The Northwestern’s lunch- 
room opening for breakfast also caught 
the eye. 

These big Minneapolis banks have 
worked out many economies. The 
First National, for example, uses plain 
paper for its checking account ledgers, 
no printing whatsoever. 

The next stop was at one of the 
country’s outstanding banks from a 


Beaci§n his transcontinental travels in search of operating ideas 





Two girls specialize on alphabetizing 
of checks, The Detroit Bank 
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system angle. The First National of 
Madison, Wisconsin, is a $63,000,000 
bank, with a comptroller who believes 
in trying any idea that looks sound and 
promises to save money. It uses 97 of 
the 102 money saving ideas set forth 
in the American Bankers Association 
operation booklet. Among the many 
features are cycled statements, with 
1/24 of the statements being issued on 
each date in the month. Most depart- 
ment stores and utilities now use this 
cycle idea, but only here and there a 
bank. In the First of Madison there 
is no recruiting of stenographers, tell- 
ers, and others who cannot escape, for 
the month-end statement chore. In- 


stead there are two or three experienced 
clerks putting up statements every 
day. Here and there are other banks 
using cycle statements, but very few 
other shops have as many efficiency 
items condensed on one floor. 

Milwaukee is home of the great 
First-Wisconsin. This bank is the 
farthest west bank visited which uses 
centralized bookkeeping. Centralized 
bookkeeping, with all branch checking 
accounts maintained at head office, is 
the most widely used system east of 
the Mississippi. Thus, as operated in 
most of these eastern systems, the head 
office might have a dozen Adams’ ac- 
counts, each for a different branch. 
The first might be for branch A, the 
next for head office, the next for branch 
A again, and so on in a straight alpha- 
betic sort without regard to the 
branch. The great branch banking 
systems of the Pacific Coast will have 
none of this centralized bookkeeping. 

Under this centralized idea as car- 
ried out at the First-Wisconsin, in ad- 
dition to the bookkeeping, the collat- 
eral is centralized, the liability ledgers, 
and the collections. Thus the branches 
have practically no operation problems 
except for the teller work and the sav- 
ings bookkeeping. At the time of the 
visit they were toying with the idea of 
also centralizing savings bookkeeping, 
as does the Shawmut of Boston. The 
comptroller stated that they saved 137 
people when they centralized in 1935. 
He believes that in their case one of 
the reasons for this saving is that it 
was not necessary to gear each of the 
twelve branches for peak loads in the 
centralized operation and another rea- 
son is that supervision for the operation 
is not duplicated in each office. 





Stenographic department, Harris Trust and Savings Bank, Chicago, 


has elite atmosphere with carpeting and drapes 





Chicago is the next stop. Here truly 
is size, again. The Continental has 70 
departments all in one building, the 
departments ranging from 10 to 500 
people. It has a Methods Review 
Division doing nothing but research on 
procedures, and yet with all the em- 
phasis on efficiency it retains much of 
the personal touch, a_ welcoming 
warmth that would be the envy of 
many a small bank. The First Na- 
tional has 350,000 active savings ac- 
counts in its single savings department. 

The operating man’s notebook, how- 
ever, notes things in Chicago aside 
from size, such as the Harris Trust 
and Savings Bank. Here is a deluxe 
bank, with many carpeted working 
spaces. Its central stenographic de- 
partment boasts drapes as well as 
carpets, and a paint job and atmos- 
phere that would not be out of place 
in a swanky hotel. It maintains for 
special services a page force equal in 








Mr. Beach, center, relates findings to department heads 


number to 5 per cent of its total staff. 
It follows the practice of binding its 
transferred correspondence into books. 
These books, it is claimed, take only 


Among the noteworthy forms discovered on the trip 
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LAST DEPOSIT OR WITHDRAWAL ENTERED IN THE PASSBOOK WAS ON 
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TO OUR SAVINGS DEPOSITORS: 
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CENTRAL NATIONAL BANK of CLEVELAND 


IT 1S THE REGULAR PROCEDURE OF OUR AUDITING DIVISION TO CONFIRM PERIODICALLY THE SAVINGS 
ACCOUNT RECORDS OF THIS BANK BY DIRECT CORRESPONDENCE WITH OUR CUSTOMERS. 


WILL YOU PLEASE AID US IN VERIFYING OUR RECORDS BY SUPPLYING ON THE REVERSE SIDE OF THIS 
FORM, THE BALANCE AS SHOWN IN YOUR SAVINGS PASSBOOK AND THE DATE OF THE LAST ENTRY. 


PLEASE RETURN THIS FORM, PROPERLY SIGNED IN THE SELF ADDRESSED ENVELOPE ENCLOSED FOR YOUR 


VERY TRULY YOURS, 


Cc. W. BLAZER 


ASSISTANT AUDITOR 





half the cubic space that is needed 
when ordinary transfer files are used; 
papers are vastly neater, and no letters 
are pulled out and not returned. 

The operating man is much im- 
pressed by the efficient procedures that 
have been worked out at the substan- 
tial First National of Chicago. Here 
every customer uses a printed check, 
with all the advantages of legibility and 
ease of sorting that such a program 
affords. Great progress has been made 
in working out arrangements with large 
customers so that their work can flow 
through the bank promptly and at a 
minimum of cost. The bank’s labor 
costs presented an interesting study. 
Over the past five years salaries have 
gone up sharply but operating per- 
sonnel has been reduced. There were 
fewer people, better paid. And con- 
cerning the better paid part, it thinks 
it pays the highest rank and file bank- 
ing salaries in the country. 

Several Chicago banks use a three 
column deposit ticket, providing for 
the separation of city, transit and on 
us checks. The First has been doing 
this for years, and also using three- 
part tickets that can be torn apart. 
Checks can be sent the proper de- 
partments at once, eliminating the 
rehandling of many items. 

One Chicago bank states it is so 
fully staffed with tellers that there are 
seldom lines at the windows. This is 
in line with its policy of catering to 
large accounts. 


T! [ERE are many things of interest in 

Chicago, but we must be on with the 
trip. As we leave, though, let us glance 
at the air freight service from this 
central clearing point. A private for- 
warding service picks up the checks for 
New York and the other principal 
Federal Reserve cities from the large 
night transit department of the Chi- 
cago Federal. In the dark hours it 
takes them to the flying field and sees 
them aboard a plane. It is in touch 
with its agent in New York, who picks 

See OPERATING IDEAS—Page 70 
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This is a facsimile of the 50th anniversary statement of the Peoples State Bank of 


McPherson, Kansas, one of the 397 banks which have been correspondents of Central 


Hanover for over 50 years. A bank is known by the correspondents it keeps. 
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LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


also enclose you a letter for Mr. 


Horatio Greenough which you will 


please have delivered...” 





































































This heroic work weighs 20 tons, 
stands nearly 12 feet high and was 
8 years in the making. 
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In 1843, Corcoran & Riggs received the above 
request from AUGUST BELMONT, New York 
banker, capitalist and former branch manager for 
the fabulous European “House of Rothschild.” 


The sculptor, Greenough, was in Washington defend- 
ing his massive statue of George Washington, then 
the center of a storm of criticism because of the un- 
orthodox. portrayal of the Father of Our Country 
in Roman sandals and toga. 


The work was originally executed for the rotunda 
of the Capitol but was later moved to the East Capi- 
tol grounds and finally transferred to a corner of 


the Smithsonian Institution where it remains today. 


Through more than a century of change ...in works 
of art, in parks and public buildings . . . the RIGGS 
banking tradition has faithfully fulfilled its com- 
missions to depositors and correspondents, at home 


and abroad. 
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NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 
Member — Federal Reserve System 
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WASHINGTON VIEWPOINT 








Treasury Financing 


Secretary of the Treasury John W. 
Snyder ended speculation about the 
possible change in Treasury policy 
about post-war financing, by abandon- 
ing a suggested plan to redeem matur- 
ing obligations in a 5-year note carry- 
ing interest rate at between 15% to 134 
per cent. 

Mr. Snyder elected to refund $5,- 
315,119,000 of June maturing obliga- 
tions with 14% per cent certificates of 
indebtedness. 

In addition, the Treasury called for 
redemption $1,292,443,600 principal 
amount of 2 per cent bonds of 1949-51, 
thereby raising the amount of debt it 
has retired from the February, 1946, 
peak to about $27,300,000,000, an all- 
time record. Debt retired, inciden- 
tally, exceeds the federal debt outstand- 
ing at the close of World War I. 

The new 1% per cent issue of certifi- 
cates are made available on a par for 
par basis to holders of $4,301,117,000 
one-year 1% per cent certificates 
which fell due June 1. They were 
made available at par with an adjust- 
ment of interest to holders of $1,014,- 
018,900 of the 7% years old 2 per cent 
bonds which fell due on June 15. 

The new offering follows the usual 
post-war financing policy of the Treas- 
ury of turning more debt into short- 
term obligations, due 90 days to 18 
months from the time of issuance. 

The short-term rate will give the 
Treasury more time to study business 
trends in advance of the more impor- 
tant refunding decisions of next Sep- 
tember and December. The decision 
also indicates that a change in debt 
policy will be deferred until next year, 
as the heavy maturities of savings 
bonds in the early 1950’s are beginning 
to loom portentously. Under the cir- 
cumstances Treasury policy avoids 
cluttering the maturity schedule at a 
time when room ought to be left for 
handling savings bonds turned in for 
cash. 

Lenders generally were pushing the 
idea of a change of policy to enhance 
earnings. However, Mr. Snyder’s de- 
cision was influenced by the recent re- 
duction in reserve requirements by the 
Federal Reserve Board and a hint from 
Federal Reserve Board Chairman 
Thomas B. McCabe that another cut is 
in the offing if the situation demands it. 

The change in the economic climate 
—the transition from inflation to “‘dis- 
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By N. P. GREGORY, 
Washington Correspondent 


inflation” —has already resulted in the 
addition of about $1,200,000,000 in 
surplus funds to the banks for lending. 
If a second cut is made in reserve re- 
quirements another $800,000,000 will 
be made available. 

Treasury future plans are likely to 
be affected by the size of the deficit. 
President Truman says it will total 
about $873,000,000 for fiscal 1950. 
However, the House-Senate Commit- 
tee on Revenue has forecast the deficit 
at $3,000,000,000 and naturally this 
will influence Mr. Snyder’s decisions. 
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Credit Controls 


Despite strong arguments offered by 
Federal Reserve Board Chairman 
Thomas B. McCabe for the renewal of 
Reserve Board powers over emergency 
reserve requirements, to apply to 
member as well as non-member banks, 
and for a two-year extension of Regula- 


tion W, the chances of enacting this 
legislation appear slim. 

From the outset, a Senate Banking 
and Currency Subcommittee headed 
by Senator Willis Robertson (D., Va.) 
appeared hostile to the Reserve Board’s 
position. 

Objections were raised to the higher 
reserve requirement powers by the 
American Bankers Association, private 
bankers and state supervisory author- 
ities. The Federal Advisory Council of 
the Federal Reserve System also added 
its voice to that of the A.B.A. in oppos- 
ing the emergency reserve require- 
ments and the extension of Regula- 
tion W. 
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Monetary Commission 


If the Federal Reserve Board fails to 
win favorable action to make perma- 
nent its emergency powers over reserve 
requirements as well as a two-year ex- 





rate chart complete with all 
changes. . . today! 
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Best new idea 


for getting the morning mail around the office—fast!...is the 
desk model MailOpener! . . . Good-looking, inexpensive, 
efficient, it snips a thread-like edge off any size envelope... 
eliminates slow hand slitting . . . saves so much time 
and trouble, no bank can afford to be without it! 
Write for illustrated booklet and free postal 
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PITNEY-BOWES, INC., 3189 Pacific St., Stamford, Conn, 
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tension of Regulation W, it is prepared 
to support a bill to create a National 
Monetary Commission. 

Legislation for a Monetary Com- 
mission was introduced in the early 
days of this session by Senator Charles 
W. Tobey (R., N. H.), former chair- 
man of the Senate Banking and Cur- 
rency Commission. A similar bill was 
introduced in the 80th session but 
failed to pass. 

If such a commission is organized it 
will study the nation’s monetary, bank- 
ing and credit structure, to protect it 
“against harmful and _ inconsistent 
governmental and private policies.” 


Significantly, Chairman McCabe 
asked Congress to review these powers 
of the System: 

1. The System’s open market 
powers and their relation to Federal 
financing and the administration of the 
public debt. 

2. The use of selective controls such 
as those over security loans and con- 
sumer installment loans and of the 
proper sphere of the application of such 
types of control. 

3. The distribution of regulatory 
and supervisory power among the vari- 
ous government agencies. 

4. The need for some mechanism of 
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MM'S BALE-O-MATIC REDUCES LABOR, 
ADJUSTS QUICKLY TO FIELD AND CROP 
CONDITIONS 


the BALE-O-MATIC 


Vv Picks up the hay 


Slices into uniform layers for easy 
feeding and automatically ties 
bales with 2 strands of steel wire 


bales that stay tied 


Vv No loose wire ends are dropped 
in bales or on the field 


V Requires only tractor operator 
Vv May be used as stationary baler 
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Bale your hay the modern way with 
Bale-O-Matic to save time and manpower, 
preserve more food value of the hay, save 
valuable storage space, and make hay easier 
to handle! The Bale-O-Matic lifts hay from 
windrow or swath, compresses and ‘slices it 
into uniform 
strands of steel wire while the bale is under ° 
compression. Weight of bale is pre-selected 
by tractor operator. 
Pick-up mechanism of MM Bale-O-Matic 
works equally as well in green or cured hay 
or straw, handles light, uneven windrows 
and extra heavy windrows and swaths. The 
Bale-O-Matic adjusts quickly to suit field 
and crop conditions. New Uni-Matic Power 
raises or lowers pick-up mechanism ‘‘on the 
a | ‘oO , 

V Mches unilemn, square-comered fim Bale-O-Matic can be used as stationar 
baler with no extra equipment required. 
Strong, quality construction of Bale-O- 
Matic mechanism throughout assures 
trouble-free o 
ndable performance. 
M dealer for facts. 
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layers and ties it with two 


over ridges or ditches. The versatile 


ration, longer life, and de- 
See your friendly 
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policy co-ordination on the domestic 
final front as the Treasury has avail- 
able through the National Advisory 
Council on Foreign Lending. 

5. The relation of the system as a 
central banking organization to the 
banks of the nation, both member and 
non-member. 

6. The objects of central banking 
and supervisory policies. 

In addition to the Monetary Com- 
mission, the Senate authorized a com- 
mittee to investigate economic prob- 
lems and approved a total of $80,000 
to carry them out. 

A resolution to give the Senate Bank- 
ing and Currency Committee $50,000 
to investigate economic stabilization, 
banking and credit legislation, and 
small business matters has cleared the 
way for a projected full-scale study. 
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Public Housing 


With President Truman’s multi- 
billion dollar housing bill slated for 
early approval, important aspects of 
the expected financing are in line for 
examination. 

The bill, Senate 1070, makes changes 
in the type of financing originally un- 
dertaken under the United States Hous- 
ing Act enacted by Congress in 1937. 

The 1937 legislation created the 
Public Housing Administration which 
grants government subsidies to local 
housing agencies organized under State 
laws for slum clearance and to provide 
dwellings for low-income families. Un- 
der the 1937 act, the bonds of local 
agencies to provide permanent financ- 
ing, are secured largely by annual as- 
sistance contracts of PHA in amounts 
large enough to cover principal and 
interest. 

Restrictions imposed by the enabling 
legislation made the bonds unattrac- 
tive. For example, PHA was author- 
ized to stop annual assistance pay- 
ments if the local agency defaulted on 
certain conditions of its contract with 
PHA. Secondly, the bonds which 
have been issued usually in serial form 
had a maturity ranging from one to 60 
years. Under the circumstances the 
longer maturities were not attractive 
as an investment. As a consequence 
only about $140,000,000 of short-term 
bonds were publicly placed, at market 
yields ranging from 2 per cent to about 
3 per cent. 

In addition, the purchase by na- 
tional banks of obligations of local 
housing authorities was limited to 10 
per cent. 

Important changes are provided in 
the financing features of S. 1070. For 
example, under the new bill, PHA can 
agree to make annual assistance pay- 
ments to local housing agencies for 40 
years at 41% per cent of the develop- 
ment or acquisition cost of a low-rent 
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Irving Trust can serve you quickly and personally through one of 
its experienced staff of representatives who cover your territory. 
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housing or slum clearance project. To 
illustrate this phase, if the average in- 
terest cost were 2 per cent, a 4 per cent 
annual contribution would amortize 
the entire bond issue in 35 years. 

The 1937 act provided a limit of 31% 
per cent for 60 years. 

S. 1070 provides for the construction 
of 810,000 units of low-rent public 
housing over a 6-year period, or at the 
annual rate of 135,000 units. 

The financing provisions authorize 
PHA to enter into annual contribu- 
tions contracts for $85,000,000 in the 
fiscal year beginning July 1, 1949. This 
will be raised by three annual incre- 





ments of $55,000,000 and a final $58,- 
000,000 on July 1, 1953. The total 
maximum contributions would amount 
to $308,000,000 a year. 

If all contributions to local author- 
ities were to be at the rate of 41% per 
cent of the combined development and 
acquisition costs and taking into ac- 
count the $308,000,000 annual contri- 
bution, the total local bond issues to be 
floated would be $6,844,000,000. 

Since it is customary for local hous- 
ing authorities to finance the bulk of 
development costs by temporary 
notes, only about $200,000,000 of these 
obligations are outstanding. 
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THE FOREIGN BANKING 
DEPARTMENT 


@ Serves Foreign Trade by: 





Selling foreign drafts and making remit- 
tances by mail or cable to all accessible 


places. 


@ Serves Importers and Exporters by: 





Furnishing Export and Import informa- 


tion. Issuin 


Commercial Letters of 


Credit. Collecting export drafts. 
Securing foreign credit information. 


@ Serves Persons Traveling Abroad by: 





Issuing Travelers’ Letters of Credit. 
Foreign monies bought, sold, quoted. 


@ Consult us on any foreign problem. 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90 





The new legislation also earmarks a 
$1,500,000,000 revolving fund for PHA 
to be used to buy permanent bonds of 
local authorities, as well as temporary 
notes, thereby assuring a market for 
these securities. 

Obligations of local housing author- 
ities will continue to enjoy tax exemp- 
tion, as they have done under the 1937 
legislation. 


6.1. Loan Waivers 


The Veterans Administration has 
established a Committee on Waivers 
and Compromises in each VA regional 
office with authority to determine in 
each case whether all or part of the 
amount paid in settlement of a vet- 
eran’s defaulted loan is to be waived, 
collected or otherwise adjusted. 

A similar committee will be set up 
in the Washington, D. C., central office 
with original jurisdiction in cases in- 
volving more than $2,500. This com- 
mittee will also pass upon all appeals 
from decisions of the regional commit- 
tees, and will supervise activities of 
these committees. 

Under the G. I. bill, where the VA 
has to make good on its guarantee of a 
veteran’s defaulted loan, the amount 
constitutes a debt owed by the veteran 
to the government. However, the VA 
has authority to waive or compromise 
all or part of such indebtedness if the 
facts and circumstances warrant. 

F. W. Kelsey, assistant administra- 
tor for finance, said the debt would be 
waived only in meritorious cases. Such 
a case is deseribed as one in which the 
veteran is found to be without fault, 
where recovery would be inequitable, 
and where enforced payment would re- 
sult in undue hardship on the veteran 
or his family. In this connection, the 
VA stated in its instructions issued to 
the field offices: 

“It is recognized that collection of 
such indebtedness from veterans who 
have lost their homes, farms or busi- 
nesses through default of their obliga- 
tions may entail undue hardship upon 
many of them. 

“It is possible that many struggled 
to maintain their obligations, but were 
prevented from doing so, ofttimes due 
to events beyond their control. It is, 
however, equally true that some neg- 
lected their obligations unduly and 
the ensuing default was to all intents 
and purposes voluntary, being pri- 
marily of their own making.” 

Where the debt is not waived, Mr. 
Kelsey said that the VA’s collection 
policy will be to avoid undue hardship 
to the veteran or his family, based 
upon his ability to repay. The Com- 
mittees on Waivers and Compromises 
is given broad authority to determine 
the manner of repayment. 

Deductions from other VA benefit 
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What is your banks 


Could a robbery leave 
your bank holding 
obligations instead 

of collateral ? 

In determining the amount of its 
Bankers’ Blanket Bond, one bank 
failed to consider securities held as 
collateral and endorsed so as to be 


readily transferable. The bank was 
thus dangerously underinsured. 














Is the solvency of your 
borrowers protected 
by properly planned 


insurance ? 


An insurance survey revealed that a 
$30,000 fire insurance policy on real 
estaté offered as collateral would be 
void under certain conditions. At no 
extra cost, the policy was modified 
to provide complete protection. 





Does your bank have 
all the insurance 
protection it is 
paying for? 


By readjusting a bank’s bonding and 
insurance program to fit its needs 
more accurately, it was possible to 
provide, at no additional cost, $50,000 
additional burglary and robbery pro- 
tection that the bank badly needed. 





June, 1949 


The AEtna Plan of Insurance Analysis for finan- 
cial institutions will provide (1) a complete 
study of your bank’s insurable exposures, (2) a 
detailed comparison of these exposures with 


your present insurance policies, (3) a construc- 


tive report which includes a visible record of. 


your insurance program and recommendations 
designed to provide the most complete insurance 
program available, (4) a continuing control plan 
which keeps insurance in line with changing 
requirements. Ask the Aitna Agent in your 


community for complete details. 


ETNA CASUALTY AND SURETY COMPANY 


Affiliated with AEtna Life Insurance Company 


Automobile Insurance Company 
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IND Standard Fire Insurance Company 
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How SPEED helped catch ““-bugs”’ 
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X-ray diffraction camera to identify impurity. At 9 a.m., 10-Ib. camera Air Express- 
ed from 1100 miles away, delivered by 4 P.M. same day. Cost, only $3.58. Company 
uses Air Express as routine method to get supplies fast, keep inventory low. 





That low $3.58 figure was total cost Scheduled Airlines carry Air Express 
for Air Express and included door-to- on every flight. Speeds up to 5 miles a 
door service. That makes the world’s minute! Direct by air to 1300 cities; 
fastest shipping method exceptionally air-rail for 22,000 off-airline offices. 
convenient, complete, and easy to use. Serves many foreign countries, too. 


FACTS on low Air Express rates 


Package of blueprints (4 Ibs.) goes 800 miles for $1.54, 
7 tools (21 lbs.) go 600 miles for $3.87. 
(Every kind of business finds Air Express pays.) 


Only Air Express gives you all these advantages: Special pick-up 
and delivery at no extra cost. You get a receipt for every shipment and 
delivery is proved by signature of consignee. One-carrier responsi- 
bility. protection, too—valuation coverage up to $50 
without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 
Express Agency. And specify “Air Express delivery” on orders. 
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payments —compensation, pension, 
subsistence allowances or insurance 
dividends—will be made to apply 
against the loan indebtedness only 
when authorized by the committee. 
Each Regional Loan Guaranty Com- 
mittee on Waivers and Compromises 
will consist of three members, and its 
decisions must be unanimous. Any 


case in which the three members can- 


not agree will be referred to the Central 
Committee in Washington. 

The Central Committee also will be 
composed of three members, but only a 
majority vote is required for its deci- 
sions to become effective. 

Following VA’s official accounting 
with the lender on a defaulted loan, a 
letter will be sent to the veteran con- 
cerned advising him of his right to 
apply for waiver and setting forth the 
information to be submitted with his 
application. He has 30 days in which 
to reply, during which time no deduc- 


| tions will be made from any other 
| benefits due him. If he responds 


within the 30 days, no such deductions 
will be made pending the committee’s 
final action in the case. 

The VA pointed out that since the 
G. I. loan program began in 1944, the 
agency has paid claims against guar- 
anteed loans totaling only $10,000,000 
on behalf of some 11,200 veterans. 
More than one-half were in connection 
with business loans. New claims paid 
currently are at the rate of between 
450 and 500 per month. 
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Loan Change 


The Federal Housing Administration 
eliminated the 10 per cent down pay- 
ment on Title I loans for repair and 


| modernization following a three-month 


study which showed that down pay- 
ments were hampering home repairs. 

FHA Commissioner Franklin D. 
Richards said that more than 5900 
lending institutions, together with 
4,000 branches, under this change can 
resume normal lending practices. 

In making the announcement to all 
lending institutions, Mr. Richards 
pointed out that removal of the 10 per 
cent down payment is not to be con- 
sidered as a relaxation of the responsi- 
bility of the insured lending institu- 
tion to determine that the borrower is 
able to pay the obligation and in other 
respects is an acceptable credit risk. 

“This is an appropriate time,” he 
pointed out, “for each lender to review 
its credit standards and procedures and 
to impress upon responsible personnel 
the importance of exercising the care 
that would be pursued by a prudent 


| lender.”’ 


During the 15 years that FHA has 


| been insuring Title I loans, 8,968,000 


have been made with a total volume of 
$3,358,983,000 through March 31, 
1949. 
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A purchaser in Philadelphia was receiving bids on 
a huge contract. Bids would close in 45 minutes, 
A supplier in a midwestern city needed a certified 
check to present with his bid, but was hundreds of 
miles from Philadelphia. 


The solution? It was easy! 


Fortunately, the bidder’s bank was a Corre- 
spondent of The Pennsylvania Company. Over 
our teletype system came the message to deliver 
the check, charging it to the Correspondent’s 


19 OFFICES 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM ° 


‘The Bids Close 














in 45 Minutes!” 


account. A telephone call from our head office 
to a branch (one of our 19)—and in a matter of 
minutes our messenger was laying the certified 
check on the purchaser’s desk. 


We can give our Correspondent Banks that 
kind of fast service because our 19 offices cover 
every major part of Philadelphia and its suburbs. 
Drop us a line and we'll go into detail on the 
many ways our facilities can help your bank and 
your customers. 


THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 














FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


A safe solution of the problem of lending where 
inventories are a substantial part of assets. Our 
Field Warehouse Service enables you to make 
Warehouse Receipt Loans against raw materials or 
finished products stored right on your customers 
own premises...it gives you inventory control. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bidg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bidg., 
Pittsburgh 22, Pa. +» 425 East 8th St., St. Paul 1, Minn. « 243 Kearny St., San Fran- 
cisco 8, Calif. © 222 Spring St., Shreveport 69, La. « University Bidg., Syracuse 1, N.Y. 





New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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THE PERSONALITY SPOTLIGHT 








Widely known and highly esteemed 
William A. McDonnell, president 
of the First National Bank in St. 
Louis, now heads the Association of 
Reserve City Bankers. At the recent 
French Lick convention he succeeded 





WILLIAM A. McDONNELL 


Heads Reserve City group 


William A. Mitchell, recently named 
president of Central Trust Company, 
Cincinnati. 

Another foremost banker, Harold 
H. Helm, president of Chemical 
Bank and Trust Company, New 
York City, is the new association 
vice-president. He succeeds Norman 
T. Hayes, vice-president of The 
Philadelphia National Bank. 

New directors of this influential 
banking group are A, E. Bradshaw, 
president of National Bank of Tulsa; 
Milton F. Brown, president, Mer- 
cantile National Bank at Dallas; 
George Gund, president, The Cleve- 
land Trust Company; and R. Clyde 
Williams, president, First National 
Bank, Atlanta. 

Also a leader in important A. B. A. 
committee activities, and much in 
demand as a convention speaker, Mr. 
McDonnell is a _ lawyer turned 
banker. He attracted wide atten- 
tion as an able and. progressive bank 
executive in Little Rock, Arkansas, 
before coming to St. Louis. Named 
president of the First National Bank 
early last year, he was previously a 
vice-president of Mercantile-Com- 
merce Bank & Trust Company. 


e 


Coincidental with the return of 
Joseph M. Dodge from Japan where 
he served as financial advisor was the 


June, 1949 


departure of Robert M. Hanes for 
Brussels, where he will head the ECA 
mission for Belgium-Luxembourg. In 
this capacity Mr. Hanes succeeds 
another prominent banker, James 
G. Blaine, president of The Marine 
Midland Trust Company of New 
York. 

After granting Mr. Hanes a year’s 
leave of absence, directors of Wacho- 
via Bank and Trust Company, Win- 
ston-Salem, appointed Richard G. 


.. Stockton, senior vice-president and 


senior trust officer, to serve as acting 
president. 
* 


New president of the Montclair 
(New Jersey) Trust Company is F. 


Sandford Astarita, formerly vice- 


president in charge of investments. 
Frederick P. Fiske, president since 
1943, is now chairman of the board 
and will continue as chief executive 
officer. 

Both men came to Montclair from 
New York City, Mr. Fiske having 
been with Guaranty Company, an 
investment affiliate of Guaranty 
Trust Company, and Mr. Astarita 
transferring from Central Hanover. 


a 


Three newly elected vice-presidents 
at J. P. Morgan & Co., Incorporated, 
New York City, are Alfred S. Foote, 
Lathrop S. Haskins and David B. 
McElroy, formerly assistant vice- 
presidents. All three have been asso- 
ciated with bond and investment ac- 
tivities, Mr. McElroy heading the 
municipal bond department. 


e 
A change in stock control has been 


followed by management and struc- 
tural changes at the National Bank of 





Washington, Washington, D. C. 
Barnum L. Colton, former vice- 
president of the local National Sav- 
ings & Trust Company has joined the 
bank as president, succeeding J. 
Frank White who is now board 
chairman. Meanwhile the institu- 
tion has undergone an _ extensive 
remodeling program. 


° 


There has been an important 
change in the domestic banking divi- 
sion of Irving Trust Company, New 
YorkCity. Philip F. Gray, vice-presi- 
dent in charge 
of the division 
since 1940, re- 
linquishes that 
position to be- 
come senior 
loaning vice- 
president. 
Nolan Harri- 
gan, vice-presi- 
dent, for the 
past two years 
in direct charge 
of local bank- 
ing business at the main office, suc- 
ceeds Mr. Gray as division head. 
This broadens his supervision to in- 
clude all of Irving’s business in the 
United States outside of New York 
City. 

Mr. Harrigan joined the bank in 
1920. For 10 years prior to 1947 he 
supervised company business in mid- 
western and southern states and has 


a wide acquaintance throughout the 
country. 


NOLAN HARRIGAN 


* 


Carol L. Pitman, senior vice- 
president and director of Central 
National Bank in Chicago has been 
advanced to executive vice-president. 


Promoted to vice-presidents by J. P. Morgan & Co., Incorporated 


D. B. McELROY 





A. S. FOOTE 


L. S. HASKINS 
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He joined the bank’s staff in January, 
1948, having previously been the 
executive supervising examiner of 
the Chicago district for the F. D. I. C. 


° 


To a newly created position of vice- 
chairman of the board, the First 
National Exchange Bank at Roanoke, 
Virginia, has named John H. 
Matthews. Edward H. Ould has 
been advanced from vice-president 
to executive vice-president. 

C. Francis Cocke continues as 
president and J. B. Fishburn, 
actively engaged in Roanoke banking 

















J. H. MATTHEWS 


for about 60 years, continues as 
chairman of the board. 
Mr. Matthews retired as executive 
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1 Sansome Street 
San Francisco 20 








For your 


SAN FRANCISCO 
Correspondent 


e Growing and Building with the West since 1873. 
e Assets over 490 million dollars. 
e Capital funds over 30 million dollars. 


@ 26 offices in Northern and Central California. 
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vice-president at the end of 1947, 

after having been actively connected 

with the First National Exchange 

Bank and one of its predecessors for 

46 years. He will act as chairman of 

the executive committee of the board. 
* 


New president of the Bankers 
Association for Foreign Trade is 
Charles W. Brugger, vice-president 
of Irving Trust Company, New York 
City. He succeeds A. W. Roberts, 
vice-president, Continental Illinois 
National Bank 
and Trust Com- 
pany, Chicago. 

Elected vice- 
presidents at 
the annual 
meeting in 
Asheville, 
North Carolina, 
are: E. M. An- 
del, assistant 
vice-president, 
Bankers Trust 
Company, New 
York; Horace M. Chadsey,. vice- 
president, First National Bank of 
Boston; and Egil Mack, vice-presi- 
dent, and manager of the foreign 
department of Seattle-First National 
Bank, Seattle, Washington. 

Frank C. Lexa, assistant vice- 
president, Mercantile-Commerce 
Bank and Trust Company, St. Louis, 
has been re-elected secretary. Ralph 
Wahlborg, vice-president, The Ma- 
rine Trust Company of Buffalo, has 
been renamed treasurer. 





Cc. W. BRUGGER 


6 


Thomas P. Lynch, senior vice- 
president of Bronx County Trust 
Company in 
New York City 
since 1946, has 
been named 
president fol- 
lowing the 
death of Daniel 
J. Mahoney. 
Mr. Lynch 
began his bank- 
ing career in 
1921 and joined 











T. P. LYNCH the Bronx 
County bank in 
1934. It is the oldest and largest 


local commercial bank in the Bronx, 
with total resources of more than 
$60,000,000. 


° 


Well known for his contributions 
to financial publications and his talks 
before banking groups, Charles W. 
Williams of Louisville is slated to 
become vice-president of the Federal 
Reserve Bank of Richmond on June 
15, in charge of the research depart- 
ment. He succeeds Dr. E. A. Kin- 
caid who retired in February. 
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Flail to Freedom 
.. . 2 & Single Century 


@ When Wisconsin became a state, men and women still flailed out 
wheat for bread as the world had done for thousands of years. But this 
was America, with its new freedoms for men to prosper by invention 
and enterprise. Even earlier, in 1842, Jerome I. Case had started in 
the thresher business on a slender shoestring—a half-dozen small 
machines secured on credit. 

Within his lifetime Mr. Case became the world’s greatest builder 
of threshing machines and steam engines for farm use. Within the 
century the firm he founded pioneered all-purpose types of tractor 
and combine and acquired a full line of farm implements. 

In his turn, Mr. Case sold machines on credit. Freedom to borrow 
and to lend, along with freedom to build and to buy machines, has 
given America the best equipped, most productive, most prosperous 
farmers in all the world. Today, as for years past, Case believes that 
financing of farm machines is business that belongs to local banks. 


Case 5-foot “F-2”’ combine 
and popular-priced Model 
“VAC” tractor. 


—__ 


See “Pageant of Progress”’ as 
thousands saw it daily for a week 
during the Wisconsin Centennial 
Exposition at Milwaukee last sum- 
mer. Filmed then, this Case pageant 
of quaint costumes, strange skills, 
ancient tools and modern machines 
has been made into a full-color sound 
movie. Besides being shown by Case 
dealers, it 1s available for meetings 
sponsored by banks, civic clubs, edu- 
cational agencies and farmer groups. 
Write now for reservation of future 
date. Address our nearest branch 
house. J. I. Case Co., Racine, Wis. 
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Mr. Williams has been chairman 
of the Department of Economics- 
Commerce for the past 20 years. In 
1945-46 he was executive director of 
research for Robert Morris Asso- 
ciates. 

_ 


Clarence M, Malone, vice-chair- 
man, Second National Bank of 
Houston, for the past 43 years has 
been spending much of his time and 
energy preaching that soil conserva- 
tion is both necessary and profitable. 
Recently the Scripps-Howard news- 
papers in Texas named him the No. 1 


non-farming soil conservation sup- 
porter in the state, as a part of their 
fourth annual ‘Save the Soil and 
Save Texas’ $13,000 awards pro- 
gram. : 

« 


A national leader among banks in 
the sale of Series E savings bonds 
since 1941, National Bank of Detroit 
recently reached the $500,000,000 
mark (maturity value) in the issu- 
ance of these bonds. On this occa- 
sion, Board Chairman Walter S. 
McLucas received a congratulatory 
message from John W. Snyder, Secre- 
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\ The Week and ’Round The Clock 
Our Transit Department Works 


To Speed Your Items 


Every Night... Beginning at 5:00 P. M. the night transit 
department of Mercantile-Commerce works to speed your 
items to their destinations without the loss of a day. 


Every Saturday .. . Beginning at 8:00 A. M. a large transit 
department staff starts working to avoid any weekend 
delays. This plan is also used on Sundays. 


Just another feature of Mercantile-Commerce service to 
its hundreds of correspondents. YOUR inquiry is invited. 

















Presentation to Mr. McLucas 


tary of the Treasury. He is shown 
here (left) receiving the letter from 
Nate S. Shapero, (right), war fi- 
nance committee leader. Charles T. 
Fisher, Jr., (center), president of the 
bank, presented Mr. McLucas with 
the historic $25 bond that brought 
the total to the half-billion mark. 


* 


Two major events at the Excelsior 
Savings Bank in New York City last 
month were the election of a new 
president and the celebration of an 
80th anniversary. 

Francis S. Bancroft has become 
the tenth presi- 
dent of the bank, 
succeeding the late 
Reginald Roome 
who held the office 
for 23 years. The 
new incumbent is 
well known in the 
New York real 
estate field, where 
he specialized for 
many years in the 
appraisal and 
management of properties. He has 
been a trustee of Excelsior Savings 
Bank since 1930, and first vice-presi- 
dent since 1945. 





F. S. BANCROFT 


° 


Good news to his many friends in 
press circles was the promotion of 
Lester Gibson, 


director of the 
A. B. A. News 
Bureau, to the 
rank of deputy 
manager. A 
financial writer 
of long stand- 
ing, he has 
headed the as- 
sociation’s news 
and publicity 
activities for 
more than 
eleven years. 
Previously he 
had been associate editor of ‘‘American 
Banker,’’ and also served as publicity 
advisor to the New Jersey Bankers 
Association and to the New York 
State Bankers Association. 





LESTER GIBSON 
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Appropriate Brightness Control Lighting is. 
direct result of intensive study and close col- 
laboration between the lighting engineer, the 
ophthalmologist and the chromotologist. It pro- 
vides the optimum in ‘good seeing” conditions a 
from the standpoint of Light... Color . . . Vision. of the Midwest 


A. B. C. Lighting has convincingly proved it has er oe 

a profound effect upon the four major phases — «A ee 
° ° . Se nn s 

of banking . . . Client Relations . . . Employee , 


Relations . . . Employee Efficiency and Sound 
Investment. The possibilities A. B. C. Lighting 
holds forth to you are clearly illustrated And 
described in an attractive and informa 
chure offered below. 
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First National Bank 
Chicago, Illinois 
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**Trends in Modern Bank Lighting’’ with 
r Current Examples from Leading Banks, illus- 
~ trates and describes what America's out- 
5 pre Ba spy gy Sg len ing City National Bank & Trust Co. 
‘ Kansas City, Missouri 
S 
y eek mum Men's Gees Bao Bae. ae 3 
ij | CURTIS LIGHTING, Inc., 6135 W. 65th St., Chicago 38, Illinois BC-6 | 
“ | Please send me a copy of “Trends in Modern Bank Lighting” with- | 
a { out obligation. ' 
- 
: URTIS LIGHTING, INC, ; w« nme 
y 6135 WEST 65th STREET, CHICAGO 38, ILLINOIS ADDRESS. 
. city ZONE STATE } 
s CHICAGO ..TORONTO..NEW YORK | 1 
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Precision-built microfilm equipment, 
developed and manufactured by Bell & 


Howell, is distributed and serviced 
exclusively by Burroughs. 


46 


























The Burroughs Reader is a marvel of simplicity for showing a 
clear, readable image—enlarged to the actual size of the 
original document, or larger. Photographic facsimiles, to 
actual size, can be made in a few minutes. 
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More Helyful Counsels. 











BURROUGHS 
MICROFILMING OFFERS | 


Lowers costs through increased operating 
efficiency, less film consumption and one-time 
purchase rather than continuous rental. 


Photographs documents in less time, with greater 
dependability. 


Permits even greater compactness for filing than 
other methods now in use. 


Operation is far easier, far simpler, through 
important technical developments. 


Enables any business to make wider use, more 
efficient use, of microfilming. 


A broader experience with business systems 
assures effective assistance. 


Your Burroughs office will welcome an opportunity to prove 
these advantages of Burroughs microfilming . . . advantages of 
great importance to you. A demonstration of the simplicity and 
ease of photographing, viewing and reproducing documents 
through Burroughs microfilming will be arranged at your con- 
venience. Just call your local Burroughs office, or write direct. 


BURROUGHS ADDING MACHINE COMPANY 


DETROIT 32, MICHIGAN 


WHEREVER THERE’S BUSINESS THERE’S 
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Staff promotions have also come to 

Eugene C. Zorn, Jr., named secre- 

tary of the Research Council, and 

George B. Ward, appointed secre- 

tary of the Committee on Service to 

j War Veterans. The recent designa- 
today S | | tion of Thomas L. Nims as assist- 
ant secretary of the Savings and 


Mortgage Division has been con- 


0 We sf firmed by the Executive Council. 


° 


; T. P. Coats, president of the First 
( f F p National Bank and vice-president of 


the Stanislaus 
a County Bank, 
| 0 f] 9 - 7 both of Oakdale, 
California, has 
. . been elected vice- 
d of l} ae president of Cen- 
a | tral Bank, Oak- 
—™ = land. In his new 
duties he will 
supervise agricul- 
tural credits of 
T. P. COATS Central Bank’s 
branches in farm- 
ing areas, while continuing his pres- 
ent official relationship with the two 
Oakdale banks. 


You SAVE — : 


Two prominent banking leaders 
taken by death recently are Walter 
W. Smith, chairman of the board of 
the First National Bank in St. Louis, 
and Arthur V. Brown, honorary 
chairman of the board of the Indiana 
National Bank and chairman of 
Union Trust Company, Indianapolis. 


S 


Walter R. Bimson, president of 

the Valley National Bank in Arizona, 

has been ap- 

pointed to the 

Small Business 

Advisory Com- 

mittee of the 

U. S. Depart- 

ment of Com- 

merce. He is 

the only banker 

on this 23-man 

committee, or- 

ganized four 

7D | WALTER BIMSON yeede P Kec ‘ to 

uide the Com- 

Your lo-2 eS fi ondent (hl Belyiuwm merce Department in developing a 
pes kato é strong program for small business. 

? — ee A reorganization meeting of the 


ee Se me ea a group was held recently in Washing- 
; fae 7 . ton. 

SS lapie teas ° 

ce beg 1h _At the First National Bank in 
‘| [hi 3 Atlanta, Georgia, C. Talmadge 
a hs Hardman has been advanced from 


assistant vice-president to vice-presi- 


2 rue de lq Regence, Brussels dent. J. Brookes Stevenson is now 


an assistant cashier. 
rs 


Comptroller Richard C. Huels- 
man of the Central National Bank in 


ary VO 


— gale 
aa: FRAN 
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Cleveland has been named a vice- 
president. He has been active in the 
National Association of Bank Audi- 
tors and Comptrollers and the Con- 
trollers Institute of America. 


° 


Rudolph J. Chval is now man- 
ager of the institutional department 
of Merrill Lynch, 
Pierce, Fenner & 
Beane, and_ will 
supervise the firm’s 
contacts with 
insurance com- 
panies, banks, 
trust funds, etc. 
He formerly was 
chief bond special- 
ist for Moody’s In- 
vestor Service for 
15 years. In his 
new position he succeeds Eberle I. 
Wilson, now at Merrill Lynch’s San 
Francisco office. 

° 





R. J. CHVAL 


For his contribution to French- 
American trade relations, the French 
Government’s Medal of Commercial 
Merit has been awarded to A. M. 
Strong, vice-president, American 





Medal for Mr. Strong © 


National Bank and Trust Company 
of Chicago. The Honorable Ray- 
mond Dreux, Commercial Counselor 
to the French Embassy at Washing- 
ton, D. C., is shown presenting the 
medal to Mr. Strong. 

Sd 


Hugh B. Dunbar, formerly vice- 
president of the Industrial National 
Bank of Detroit, has been appointed 
a vice-president of the new City 
Bank in Detroit. He will handle 
various types of installment loans. 
Ward Schultz, in charge of public 
relations and advertising, has also 
been named a vice-president. 

‘ 


R. W. Wilkes has been elected 
vice-president of Guaranty Bank and 
Trust Company, Worcester, Massa- 
chusetts, succeeding the late Oscar A. 
Anderson, executive vice-president 
and treasurer. Mr. Wilkes was 
formerly assistant secretary of Manu- 
facturers Trust Company, New York 
City, -specializing in commercial 
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... There’s no fuddling around with stamps, picking 
the right one, sticking it, sealing the envelope flap— 
because there aren’t any stamps to stick! 

The meter prints postage as you need it... plus 
a dated postmark, and small advertisement if you 
like ... directly on the envelope, seals the flap, 
registers the postage used—all in the turn of a die! 

A slight lever adjustment sets the meter for the 
exact postage needed ... for any weight or class of 
letter or parcel post. You never run out of the right 
stamp denominations. 

And your postage in the meter is absolutely safe, 
theftproof, lossproof, foolproof . . . automatically, 
accounted for. The meter holds any amount of 
postage you want to buy! 

Mailing is easier, moves faster, with a meter. And 
metered mail, already cancelled and postmarked, 
moves faster in the postoffice! . . . There’s a postage 
meter for every bank today, large or small. Call the 
nearest Pitney-Bowes office, or write for the booklet, 
““So You Have No Mailing Problems?” 


PITNEY-BOWES Postage Meter 


PITNEY-BOWES, Inc., 3190 Pacific St., Stamford, Conn. 
Originators of the postage meter . . . largest makers of mailing machines 
. . « Offices in 93 cities in U. S. and Canada. 
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HOW’S BUSINESS in 
SOUTHERN CALIFORNIA? 


How are department store sales... -building permits 
...unemployment claims...bank debits? 


You'll find up-to-the-month 
answers to these and other 
pertinent questions on 
Southern California’s 
economy in our 
Research Depart- 
ment’s Monthly 
Summary of Busi- 
ness Conditions in 
Southern California. 











Timely, factual and 
readable, the Summary 
is already monthly re- 
quired reading for busi- 
ness leaders from coast 

to coast and overseas. 





GET THE ANSWERS MONTHLY 
—WITH OUR COMPLIMENTS 





MMARY 


rutin CA/PORMIA 





MONTHLY St 


Your copy of the Summary will 
be mailed you monthly if you 
just send a request (a postcard 
will do) to C. C. Jamison, Re- 
search Department, Security- 
First National Bank, Sixth & 
Spring Streets, Los Angeles 14, 
Calif. No obligation, naturally. 
Our Researchers will welcome 
the chance to prove that for 
business research—as for every 
banking service — it’s wise to 
Think First of Security-First. 


SECURITY-FIRST NATIONAL BANK 


OF LOS ANGELES 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





credit. Carl W. Ribb, assistant 
treasurer at Guaranty Bank, has 
been appointed treasurer. 


o 


For the past three years president 
of the Pittsfield 
(Massachusetts) 
National Bank, 
Kingsbury S. 
Nickerson has 
joined The First 
National Bank of 
Jersey City as a 
vice-president and 
director. Prior to 
1946 he was an 
assistant vice- 
president with 
Chemical Bank & Trust Company, 
New York City. 





K. S. NICKERSON 


¢ 


Frank R. Bottrill has joined the 
New York Agency of the Bank of 
London & South America Limited, 34 
Wall Street, in the capacity of sub- 
agent. Mr. Bottrill has completed 
nearly 25 years of service with the 
bank in various South American 
countries and has held executive 
positions in Peru, Chile and Ecuador. 





¢ 


Formerly assistant vice-president, 
James S. Cook is now cashier of the 
Republic National Bank in Dallas, 
succeeding R. F. Nicholson who has 
retired. Mr. Cook has recently been 
personnel officer. 


Sf 


Charles E. Cheever, 


Colonel 


founder of the Broadway National 
Bank of Alamo Heights, San Antonio, 
Texas, has been named chairman of 














Cc. E.. BRAND Cc. E. CHEEVER 





| the board and Colonel C. E. Brand 
| has been elected president. Both 
| recently resigned from the office of 
| the Judge Advocate General at Fort 
| Sam Houston, after 30 years of 
| service. 

° 


The promotion of Henry F. Wirth 
from vice-president to vice-president 
and auditor of Marine Trust Com- 
pany, Buffalo, has been announced. 
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SIGNALS PATRONS ibe Wine | AUTO BANKING IS 


iogemoorhlyacound INSTANT SUCCESS | 
IN SAGINAW, MICH. .' 


















Biss how John C. Hay, vice-president of the Mich- 


igan National Bank, Saginaw, Mich., describes the re- 





ception of this new customer convenience: 


“Although our drive-in has been in operation only a little 
over three weeks, it has exceeded our expectations and the 
volume of traffic is steadily increasing, requiring our four 


windows to be kept in operation.” 


In the operation of the Herring-Hall-Marvin Drive-In 


Depository, customers make out slips in advance; then, 
The installation can be made flush-to-wall or 


without leaving their cars, make deposits in a fraction of projected. A two-way speaking system, stainless 
‘ : : p #03 steel exterior, bullet-resisting glass, are but a few 
the time required in a conventional bank visit. of the many features. 
d * * | 
h ® 


of 


f MAIN OFFICES AND FACTORY IN HAMILTON, OF 


BRANCH OFFICES in: New York, Chicago, Boston, Washington, 


h St. Louis, Atlanta, Houston, Philadelphia, San Francisco, Los 
it Angeles, Detroit, Pittsburgh, Omaha, Minneapolis. 

i- OTHER AGENCIES ALL OVER THE WORLD. 

1. 
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During our entire business his- 

fory we have never diverged 
from one line of endeavor. 
Through long and unremitting 
practice in the making of safety 
papers La Monte has achieved 


a product of outstanding 


quality. The unusually wide 


acceptance these papers have 
enjoyed is indicative of the 


soundness of our policy. 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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A Triple Shift 


Three important changes have been 
made in top management ranks at The 
Bank of Nova Scotia. 

H. D. Burns, president since October 
30, 1945, was last month elected chair- 
man of the board. H. L. Enman, suc- 
cessor to Mr. Burns as general man- 
ager in 1945, was elected president. To 
succeed Mr. Enman the board of 
directors appointed as the new general 
manager, C. Sydney Frost, who has 
been an assistant general manager for 
the past two years. 

© ca 3 


Investment Companies 


The trust, loan and life insurance 
companies of Canada invested more 
money in mortgages in 1948 than ever 
before, and more than half of all loans 
approved were for the purpose of 
financing new housing, according to 
the annual report of the Dominion 
Mortgage and Investments Associa- 
tion. Mortgage commitments by the 
54 companies of the Association 
amounted to about $300,000,000 in 
1948, it was reported at the annual 
meeting held at Toronto on May 6. 

Data released in the Association’s 
report reveals that the companies were 
able to secure somewhat broader di- 
versification in investments in 1948. 
Not only did they invest a large 
amount in new mortgages, but they 
were big suppliers of new funds to the 
market for provincial, municipal and 
corporation bonds. Like most other 
investors, the companies on balance 





New Toronto office, Canadian Trust Company 
and Huron & Erie Mortgage Corporation 


By JAMES MONTAGNES 





H. D. BURNS 


H. L. ENMAN 








Cc. SYDNEY FROST 


Receive top promotions at The Bank of Nova Scotia 


were sellers rather than buyers of 
Dominion of Canada bonds, so that 
their holdings of Dominion government 
bonds declined both in dollar amount’ 
and as a percentage of total assets. 
Retiring president T. D’Arcy Leon- 
ard, in his report drew attention to 
activity of governments in the housing 
field. He stated that very little is 
- being done in the field of slum clear- 
ance, a work which properly belongs to 
government, and that the activities of 
governments in the housing field is 
overflowing more and more into the 
phase which should be left to private 
enterprise. Mr. Leonard said that 
ample funds are available from sources 
other than governments for all eco- 
nomic housing construction. He sug- 
gested that lending institutions should 
do on their own account the normal 


loaning for home building, and that 
joint participation with governments 
should be in a narrower field than now 
exists. 

P. S. Bower, assistant general man- 
ager and treasurer of the Great West 
Life Assurance Co. of Winnipeg, was 
elected president of the association for 
1949-50. 


¢ « 


Colorful Office 


There is little of the conventional 
Canadian bank atmosphere about the 
new Toronto office of the Canada Trust 
Company and Huron & Erie Mortgage 
Corporation, at 110 Yonge Street. The 
most striking departure is the extensive 
use of color. Thus the ceiling is painted 
sky-blue, with the exception of three 
deep lighting coffers which are in mul- 
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. a» Branches of The Royal Bank of 
Canada are indicated by stars. 
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BF JO? sancnes in land but' politically 
“ joined to the “Oldest 
Colony”, now becomes 
part of the Province 

of Newfoundland. 


Since 1895, The Royal Bank of Canada has 
been established in this historic Island. Our 
main branch in the capital has been doing 
business longer than any other branch outside 
the Canadian mainland. Today we operate 
three branches in St. John’s, five others in the 


Island and another at Goose Airport. 


The knowledge and business relationships 
built up during more than fifty years in New- 
foundland will be devoted to furthering trade 
not only between the ten provinces but with 


the United States and other countries. 


THE ROYAL BANK OF CANADA 


Head Office— Montreal 
New York Agency—68 William Street 


International banking through more than 700 branches 
throughout Canada's ten provinces—in the West 
Indies, Central and South America; New York, 
London and Paris. Correspondents the world over. 


Assets exceed $2,222,000,000 


Newioundland 


Canada’s New Province 


On March 31, 1949, Newfound- 
land, long known as Britain’s 
“Oldest Colony”, became 

Canada’s tenth province. 











berry. Plastered wall panels, alternat- 
ing with sections in limed oak, are in a 
light tone of mulberry. The same color 
is used for the linoleum counter tops. 

Modern influence is equally appar- 
ent in the exterior design, character- 
ized by large windows, stainless steel 
trim, and polished black granite. 

The basement contains recreation 
rooms and a lunchroom for the staff, 
in addition to vault and coupon rooms, 

af > 


Employee Manual 


While banks in the United States 
have been lavishing a great deal of at- 
tention on the improvement of per- 
sonnel policies and programs, a new 36- 
page booklet by the Bank of Montreal 
indicates that the Canadian banks 





Advanced personnel policies 


have made comparable strides. 

The “‘Manual for Members of the B 
and M Family”’ is said to be the first 
employee booklet of its type to be is- 
sued by a Canadian bank. It was pre- 
pared because of the increasing number 
of new, young employees at Bank of 
Montreal. 

After a note of welcome from Gordon 
R. Ball, general manager, and brief 
sections dealing with the bank’s history 
and its role in the community, the 
manual concerns itself primarily with 
the employee’s career opportunities, 
the protective provisions that help to 
make for a secure future, and the little 
extra benefits that are available to 
staff members. 

The manual charts the potential 
progress of a typical young man joining 
the bank today, and cites the training 
program that has been laid out to pre- 
pare staff members for such advance- 
ment. It explains how the bank keeps 
track of individual progress, the plan 
for systematic salary revisions, terri- 


Burroughs Clearing House 





























torial allowances for officers in high- 
cost areas, the special and percentage- 
type bonuses, and remuneration for 
acceptable suggestions. 

Retirement age for officers is now 62, 
the manual discloses, and a liberal 
pension plan provides up to 70 per 
cent of one’s final salary or a maximum 
of $5,000 annually. Women employees, 
messengers and full-time service em- 
ployees, with 20 years’ service or more, 
at retirement age are granted a leave 
of absence with full pay for a certain 
number of months based on years of 
service. Following this period of full 
pay, the bank also grants a monthly 
allowance based on length and value 
of service. 

Furthermore, Bank of Montreal pays 
a substantial part of the cost of group 
life insurance as well as group accident 
and sickness insurance. It has a liberal 
policy in regard to sick leave with pay; 
makes payments to, and otherwise 
assists, widows of officers who die 
while in the bank’s service; and ex- 
tends special staff loans at low interest 
rate to employees for emergencies. 
Every year it sets aside a “risk fund” 
in each teller’s name, against which 
cash shortages are charged; money re- 
maining in the fund is subsequently 
turned over to the teller, with interest. 

Among the extra privileges accorded, 
the manual mentions the free banking 
services such as safekeeping and money 
orders, and postage for private letters. 

In closing, the manual offers some 
suggestions for making the most favor- 
able impression possible in dealing 
with people on the customers’ side of 
the counter. 

Many banks in the United States 
might find it. worthwhile to ‘obtain 
copies of the manual, both for the con- 
tents and the attractive manner of 
presentation. 

Sd o Sd 


Housing Corporation 


The Canadian government’s Central 
Mortgage and Housing Corporation 
(CMHC), Ottawa, reports that in 1948 
joint loans with lending institutions for 
housing construction totaled 19,000 
housing units, up from 11,000 units in 
1947. 

The report, over the signature of 
David B. Mansur, CMHC president, 
also shows that last year the organiza- 
tion spent over $284,000 for research 
and information on urban and rural 
housing and low rental urban housing 
developments. CMHC’s influence on 
urban housing design has been exerted 
largely through application of its own 
building standards. About 23 per cent 
of all new residential construction in 
1948 was initiated through the Na- 
tional Housing Act or direct construc- 
tion by CMHC, compared, with 18 per 
cent in 1947. 
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YOUR CLIENTS 


. + Opportunities to every United States 
banker who wishes to further the interests 
of his clients in this vast ana rapidly ex- 
panding market. 

Canada—third greatest trading 
nation in the world—offers im- 
mense sources of raw materials, 
unexcelled labor supply, abun- 
dant, low-cost power, and fast, 
economical air, water, rail and 
highway transportation. 


This vast market is growing, 
and Canada’s future is rich. Since 
1817 the Bank of Montreal has 
helped it grow . . . has grown 
with it. And as the first Canadian 
bank with a United States office, 
established in New York in 1859, 
it has a long and successful rec- 
ord of assisting American bank- 






10 A MILLION CAMADIA 


OL6 tt ‘ties U, Ve tf / 


ers and business men in transact- 
ing a large volume of Canadian 
business. 


We invite you to use our facili- 
ties for yourself, or your clients, 
with the certainty that all in- 
quiries will receive prompt and 
reliable responses from any of 
our offices in New York, Chicago, 
or San Francisco, or from our 
Foreign Department in Montreal. 


If you want up-to-the minute information on 
establishing a plant in Canada, on Canadian 
exporting or importing, ask us what you 
want to know. And, as a 
starter, we'll send you our 
100-page fact-packed 
booklet “Canada To- 
day.” Write for booklet 
B-50 to any of our U.S, 
offices, or to our 
Foreign Department 
in Montreal. 


1 Bank or MonrTREAL. 
(Canada’s First Bank 
In Canada since 1817... In U. S. since 1859 


HEAD OFFICE: MONTREAL 


* U.S. New york ----------- 64 Wall Street 
RESOURCES EXCEED CHICAGO--------- 27 S. La Salle Street 
$1,900,000,000 SAN FRANCISCO- - - - 333 Colifornia Street 


. 
Promoting M4 


U. S. - Canadian , 


Trade e 
for 130 Years : 


LONDON City Office - - 
West End Office - - 9 Waterloo Place, S. W. 1 


Over S00 Branches r$crossa Canada 


- - 47 Threadneedle St., E. C. 2 


BRANCHES 
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Hundreds of Banks Are Using These! 


uy 





A grect majority of banks have 
adopted this 3-unit installation, 
assembled on a pedestal, selling 
Ic, 3¢ and 6c denominations. Price 
of this Station including the three 
machines, pedestal and plastic 
“POSTAGE” sign is $200, F. O. B. 
Detroit. 





AND SAVINGS & LOAN ASSOCIATIONS, ALSO! 


Even in frequent instances where earnings were of secondary importance in 
Bankers’ decisions to install Schermack Postage Stations in their banks, the 
immediate popularity and public acceptance of these stamp machines pro- 
duced such worthwhile profits as to prove their presence not only A BOON 
TO BETTER COMMUNITY GOODWILL but, very definitely, A SOUND 
INVESTMENT. Precision-built of quality materials, these machines will 
render lifetime service, assuring thousands of dollars of profits from a very 
small investment. As to their appropriate appearance . . . the dignity of 


their design has, received unanimous approval throughout the banking 
fraternity. 


POSTAGE 









This 2-unit Station sells 
le and 3c stamps. Each 
and every transaction 
on any Schermack 
machine earns for the 
bank a profit of Ic. 
Price of this installa. 
tion, including two ma- 
chines, pedestal and 
“POSTAGE” sign is 
$150, F. O. B. Detroit. 


Smaller banks find this 
single unit selling 3c 
stamps pays for itself 
in from six to nine 
months. Price, including 
“POSTAGE” sign is $60, 
F. O. B. Detroit. 


Since the need for and public acceptance of this service was convincingly 
demonstrated in original tests by leading Detroit banks, nearly 300 
financial institutions in every section of the nation have installed Scher- 
mack Postage Stations. Postage stamps are just about the most fre- 
quently demanded product in the United States today. Awareness by 
the public in your community of this convenient service in your bank 
will result in the same satisfaction that is being realized by every bank 
now using Schermack Stamp machines . . . that it is an important, 
logical, profitable service . . . a fact that has been evident to thousands 
of druggists, department store executives, hotel operators and others 
who have owned and operated Schermack Postage machines for years. 


ADVISE US WHICH INSTALLATION YOU DESIRE FOR TEST 


FREE TRIAL FOR 30 DAYS 5.:..i: 





SCHERMACK 


PRODUCTS 


CORPORATION 


1166 W. Baltimore Ave. 


Detroit 2, Mich. 


Burroughs Clearing House 




















THE BOOKLET COUNTER 








New Booklets 


Teller Operating Procedures 
. -- A comprehensive 34-page manual 
covering the details of handling win- 
dow transactions, and also giving sug- 
gestions: on how the teller can “‘sell 
himself” and effectively merchandise 
the bank’s services. In the section 
dealing with handling money there are 
five tips on how to prevent cash differ- 
ences and a number of pointers on how 
to trace such differences when they 
occur. Some dangerous practices which 
tellers should avoid are cited. One 
unusual feature of this up-to-date 
manual is a section explaining the 
mechanized handling of deposits. Com- 
mon methods of defrauding banks are 
discussed, and there is a complete 
glossary of banking terms. 


Quality Small Homes. ..A 
series of excellently illustrated book- 
lets with interesting texts, describing 
moderately priced homes that have 
been erected in different sections of the 
country by local teams of builders and 
architects, to establish tested standards 
of value by which other housing can be 
judged and evaluated. The projects 
have been developed to exemplify the 
solutions of certain family require- 
ments or site problems, and cover a 
wide range of climate variations from 
New England and the Middle West to 
the Deep South. 


Special Home Loan Plans... 
Wherein the real estate loan depart- 
ment of a Los Angeles bank outlines 
some of its specialized types of mort- 
gage financing arrangements, tailored 
to meet individual needs. 

Included are: A Home Security 
Plan, providing for monthly payments 
into a “security fund” in addition to 
the mortgage payments, as an emer- 
gency reserve against contingencies. 2. 
Payment Reduction Plan, providing 
the added protection of an option to 
reduce monthly payments periodically 
in the event of curtailed future income. 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 
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Designed to establish standards of value for housing 


3. Adjustment Plan, calling for op- 
tional payment of interest and taxes 
only for the first three years. 4. Addi- 
tional Loan Plan, enabling borrowers 
to obtain additional sums at various 
times without making an entirely new 
loan. 


Making Records Legible and 
Lasting ... A feature of this pam- 
phlet is a table which tells what type 
of paper should be specified for various 
records, depending upon the number 
of years they are to be kept, and the 
number of times they are likely to be 
posted, referred to, or otherwise 
handled. 


Training Salesman .. . One of 
the major trends in banking has been 
the growing emphasis on the merchan- 
dising of credit and services, and the 
consequent attention that is being paid 
to training staff members to be able to 
sell the public on the bank and its 
facilities. 

Of direct interest to bank manage- 
ment and personnel officers, therefore, 
is this comprehensive 60-page brochure 
outlining progressive methods of train- 
ing personnel in salesmanship, based 
on a survey of 132 selected companies. 


Pioneering on Peachtree... 
Reproduction of a series of advertise- 
ments which, with refreshingly inaus- 
tere copy and format, point up the 
numerous services that a Georgia bank 
has originated locally. The rhyming 


headings, cartoon-style illustrations, 
and straight text plugging one specific 
service in each ad, make a combination 
that is both eye-stopping and con- 
vincing. A campaign idea that many 
other banks could adopt to fit their 
own situations. : 


Measuring Business Trends... 
Description of a plan by which an in- 
dustrial engineer is able to determine 
which companies are in a favorable 
trend. It is explained how comparison 
of various current indices of the busi- 
ness economy with a dependable norm 
or measuring stick, in the form of a 
moving. ten-year average, provides a 
method of making management deci- 
sions based on “hindcasting’ rather 
than forecasting. 


Bronze Tablets... This manu- 
facturer’s catalog depicts many con- 
ventional bank signs fashioned in 
bronze, as well as honor rolls, tablets, 
name-plates and individual letters 
often required for both interiors and 
exteriors of financial institutions. A 
method whereby custom-made signs 
may be ordered by mail is also out- 
lined in the booklet. 


Better Homes by Better 
Methods ... A 16-page illustrated 
booklet explaining the construction, 
erection, financing and distribution of 
prefabricated homes. Included are 
photographs of typical houses manu- 
factured by 34 different companies. 
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SECURITY-FIRST 
NATIONAL BANK 
OF LOS ANGELES 

BUILDS BUSINESS WITH 


CHRISTMAS CLUB 


Socntyties National Bank of Los An- 
geles and Christmas Club, a Corporation, 
agree that a constant, constructive, in- 
telligent public relations program builds 
_. business for financial institutions. 

“Reawakening the public to the impor- 
tance of thrift is one of the most valuable 
contributions bankers can make today,” 
writes George M. Wallace, Chairman of 
the Board of the Security-First National 
Bank of Los Angeles. 

Christmas Club makes thrift easy and 
attractive to large numbers of people. 

Because Christmas Club is based upon 
the philosophy that encourages self-reli- 
ance, the development of individual in- 
itiative and the application of sound 
principles of thrift, it 

e reaches the minds and 

vio nae Pee mB hearts of the American 


* Ghrisimas Om 4 people and inspires a de- 


| 'pSPONSORED BY THE INCORPORATED” 

ORGANIZATION CHRISTMAS CLUB 
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sire for cultural and social elevation. 

Men of financial vision are quick to see 
the advantages of Christmas Club, not 
only as a teacher of thrift to millions of 
people, but also as a_ business-builder. 

In less than four years, the Security- 
First National Bank of Los Angeles has 
built its Christmas Club membership to 
84,500 and increased its ratio of Christ- 
mas Club to regular savings accounts sub- 
stantially each year. Such rapid progress 
is a tribute to alert management and 
aggressive promotion. !t also indicates a 
wide public acceptance of the original 
Christmas Club thrift plan. 

Through weekly visits to a bank, thrift 
conscious Christmas Club members be- 
come familiar with the bank’s functions 
and they think of it as their financial 
headquarters— Banks that have Christmas 
Club are Banks that grow. 








Christmas Club 


a corporation - 
MADISON AVENUE, 


FOUNDED BY HERBERT F. RAWLL 


NEW YORK 17, N. Y. 


BUILDS BUSINESS FOR BANKS 


Burroughs Clearing House 





























COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


Note to Settle Dispute 


Is want of consideration a good 
defense to a suit on a note given for a 
debt which the facts indicate the maker 
really didn’t owe? That significant 
legal question was raised in a recent 
Georgia case. 

The. dealings between the parties 
began when a father and son rented a 
tract of land from the owner. The son 
finally bought the land and as part of 
the consideration gave a security deed 
for $1,200 which he was to pay in 
installments. The owner held notes 
for $240 for back rent, but at the time 
of the sale of the land he told the son 
that he could “forget” those notes, 
which he said had been stolen anyhow. 

When the buyer tendered the final 
installment on the security deed, the 
seller refused to accept it. He also 
refused to cancel the security deed 
although he was legally obligated to 
do so upon payment of the final in- 
stallment. He stated that he would 
not cancel the security deed unless the 
buyer gave him a note for $240 cover- 
ing the old rent claim. After some 
negotiation the buyer gave and the 
seller accepted a note for $125 for the 
rent claim. The seller then accepted 
the final installment on the security 
deed and canceled the deed. Later the 
seller as payee sued the buyer as 
maker on the $125 note. 

At trial the maker testified to the 
foregoing facts, insisted that he never 
owed the back rent and that therefore 
the $125 note was without considera- 
tion. He testified that he signed and 
delivered the note under pressure by 
the payee rather than “tie up fifty 
acres of land.” He implied that the 
rent claim, which his father had 
originally disputed was merged in the 
sale. 

Affirming a judgment in favor of the 
payee, the Georgia Court of Appeals 
said: 

““A compromise or mutual accord 
and satisfaction is binding on both 
parties. Where a claim is disputed, 
and is settled and adjusted by the 
parties, and a contract is accordingly 
made whereby one promises to pay to 
the other a sum of money, the promisor 
is bound thereby, though such question 
be really free from doubt, and properly 
resolved would have absolved him 
from all liability. Moreover, in order 
to render valid the compromise of a 
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claim, it is not essential that the 
matter should be really in doubt. Itis 
sufficient if the parties consider it so 
far doubtful as to make it the subject 
of a compromise. 


“Since the maker admits that the 
note actually represents a disputed 
consideration, and has thus failed to 
sustain his plea of want of considera- 
tion, he cannot in the absence of fraud 
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For business 
with or on 


the Pacific Coast 


Whether your business interests 
are Coastwide or local, or both, 
this Bank offers an effective 
service in all three Pacific 
Coast states. 


Our eighty-five years of 
association with West Coast 
industry and agriculture give us 
an understanding background 
and an intimate acquaintance 
with conditions throughout 

the area. 


As a customer of any one of 
our offices, you will find 
the closely integrated 
information and service 
facilities of all our offices 
ready for your instant use. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 











vary by parol the terms of his uncondi- 
tional promise by which the disputed 
claim has been liquidated. The testi- 
mony shows that the $125 note sued 
on represents a disputed consideration. 
No fraud has been alleged in connec- 


tion with the note sued on.” (Hall vs. 
Beavers, 51 South Eastern Reporter, 
Second Series, 879.) 
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One Year Notice of Forgery 


Texas, like many other states, has a 
statute providing that a drawee bank 
is relieved of liability for paying a 
forged or altered check if the depositor 
fails to notify the bank of the forgery 
within one year after the canceled 
voucher is returned to him. In a re- 
cent Texas case, a corporate depositor 
sued the drawee bank for paying checks 
on which an employee of the corpora- 
tion forged the endorsement of the 
payee. One of the defenses made by 
the bank was based on the fact that 
the depositor had not notified the bank 
of the forgeries within the statutory 
period of one year. 

Ruling that the statute does not 
apply to forged endorsements, even 
where made by the depositor’s em- 
ployee, the Federal court said: 

“The Texas statute provides that 
the drawee bank be given written 





notice by the depositor within one year 
if a check charged to his account is 
forged, unauthorized, raised, or al- 
tered. Such statutes have been held, 
almost without exception, to apply to 
forged or altered items but not to 
forged endorsements, the reason being 
that a depositor has no duty to investi- 
gate or to report forged endorsements; 
the drawee bank must determine for 
itself whether the endorsement is 
genuine or forged. 

“Construing the Texas statute as 
such statutes are generally construed, 
a check is forged when the name of the 
depositor as maker is forged; it is 
raised or altered when the amount as 
originally executed is changed. It is 
unauthorized when. any or all of these 
things are done or the depositor’s name 
as maker is signed by a purported 
agent without authority. The limita- 
tion period of one year for written 
notice to the drawee bank does not 
apply to a forged endorsement. 

“If a bank charges to a depositor a 
check on which the endorsement of the 
payee is forged, the depositor may 
compel restitution, unless negligence 
or fault of the depositor has misled the 
bank. 

“While in this case the forgeries ex- 
tended over a period of two years, 
nothing came to the attention of the 
corporate depositor to put it on in- 


quiry. In such want of notice, it could 
rely upon the vigilance of the bank in 
detecting forged endorsements. Nor 
can it justly be said that the company 
was negligent in placing the checks in 
the hands of its employee for delivery. 
A corporation acts through its agents, 
and it may assume, until the contrary 
at least is suggested, that its agents 
are honest.” (United States F. & G. 
Co. vs. First National Bank, 172 Fed- 
eral Reporter, Second Series, 258.) 
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Withdrawal of Trust Funds 


The funds of a church were deposited 
in an Arkansas bank for a specific 
purpose. The money was later with- 
drawn by the church secretary and 
apparently used for his own purposes. 

Thereafter the church trustees sued 
the bank for the money, alleging that 
the secretary obtained the funds “‘by 
connivance and fraudulent schemes 
carried out by, through and. with the 
bank, its agents, servants and em-. 
ployees.”’ 

The bank contended that the church 
trustee’s complaint did not allege 
sufficient facts to show liability on the 
part of the bank. 

Discussing this objection the Su- 
preme Court of Arkansas said: 

“The fact that the church raised 
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BECAUSE—the investment requirements of your 
bank are given individual attention by our Invest- 
ment Division ... by men whose sound experience 
and background qualify them to render you this 


service. 


Service 


AMERICAN NATIONAL BANK 


AND TRUST COMPANY OF CHICAGO 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


LA SALLE STREET AT WASHINGTON, CHICAGO 90 


BECAUSE—securities handled for your account are 
bought and soldinthemarket. That means prompt, 
efficient service at the most advantageous price. 


BECAUSE—our Investment Division is prepared to 
consult with you on particular bond portfolio 
problems and to offer specific suggestions based 
on your individual needs. 


Our diversified experience is at your disposal... 
your inquiry is invited. 
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On June 22, 1949 


Society © Savings 


All our friends are cordially invited to an 
“Open House” and Inspection of 


our enlarged and redecorated quarters, 


June 22nd + 23rd + 24th, 1949 
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money, deposited it in the bank for a 
specific purpose and that an officer of 
the church withdrew the deposit for 
his own use, or for another purpose, 


would not make the bank liable. This 
would be true even though the deposit 


was a trust fund and known to be 
such.” 

However, the court pointed out 
that the complaint of the church 
trustees, besides alleging unauthorized 
withdrawal by the church secretary, 











NOW! SPEED-UP YOUR 
CHECK-CASHING 100% 


Let the Fas-Cash System double your 
check-cashing capacity! 

This proved system enables any of your 
tellers to cash a check in as little as 5 
seconds ... up to 500 checks an hour. 
What Fas-Cash has done for other lead- 
ing banks it can do for yours. 


SEND COUPON BELOW NOW! 








} 


FAS-CASH SYSTEM, INCORPORATED 
Dept. BU-6, 112 Madison Avenue 
Detroit 26, Michigan 


Rush details and free folder on Fas-Cash System. 
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STEELS &41rRONG 


TRaot “ann 


CURRENCY RACK 





his popular and convenient style 

Rack holds a moderate quantity of 

bills of various denominations rendered 
easily available for quick handling. Makes 
cashing of checks a speedy procedure. 
Base is of enameled aluminum, 6%¢ in. 
square. The four 7 in. nickeled steel Posts 
date the 


A very handy device. 





led counter weight. 


The €. Le DOWNEY Company 


HANNIBAL, MISSOURI 





Worldi Largesd Mfrs. af Coin Wrappers 








also asserted that there had been fraud 
on the part of the bank in connection 
with the withdrawal. Explaining the 
importance of the allegation of fraud, 
the court continued: 

“The cause of action alleged is that 
by and through fraud and connivance 
with the officers of the bank, the 
secretary was wrongfully permitted to 
withdraw the deposit. This allegation 
of course imputes knowledge that the 
bank was aware that the secretary had 
no right to withdraw the deposit but 
fraudulently permitted him to do so. 
In other words, fraud on the part of 
the bank is alleged in permitting the 
secretary to withdraw the deposit.” 

In this decision the court did not 
decide that the bank had committed 
a fraud, but merely ruled that the 
allegation of fraud was sufficient to 
take the case to trial. Of course, at 
trial the burden would be on the church 
trustees to prove the alleged fraud on 
the part of the bank. (Church of God 
vs. Bank, 208 Southwestern Reporter, 
Second Series, 770.) 
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CUSTOMER OPINION 


(CONTINUED FROM PAGE 23) 


Always right with me. Now at the age 
of 71 I am hoping to stay with you a 
few more years, until God my time 
calls out, then you may take care of 
my Will, close my two accounts and 
rent my Safe Deposit Box to someone 
else. 

Sincerely yours, 

F. O. MorGAN 
R. D. No. 4, Binghamton, N. Y. 


Reply 
January 13, 1949 
Dear Mr. Morgan: 

Thank you very much for taking 
time to let us know how you feel about 
our service. 

We value sincerely the many years 
of our association, and hope we may 
continue to merit your friendship and 
good will. 

Sincerely, 


The management of our bank has 
always been aware of the fact that our 
competitors handle the same product. 
Dollar bills come from the same source, 
and the same person (Uncle Sam) 
underwrites their value. Therefore, if 
we hope to do more business than the 
next fellow we must do everything that 
we can to make our service the best 
available, and make sure our customers 
find a warm and friendly atmosphere 
in the bank and a genuine interest in 
their affairs. We feel that our so- 
called “gripe letter’ has taken us a step 
closer to our customers, and has given 


Burroughs Clearing House 
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@Here’s a complete plan designed 
to increase rentals immediately. 
It’s an integrated plan that has 
been proved effective by impor- 
tant banks throughout the coun- 
try. It’s an inexpensive plan— 
Mosler supplies its ingredients at 
cost! It’s a dignified plan that will 
add to the prestige of your insti- 
tution while it increases rentals. 


All components are supplied to you 
by Mosler. YOUR NAME, and your 
personal sales-story are amply pro- 
vided for and profitably exploited. 
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200-line newspaper 
advertisements. 
Mosler supplies 









. . . a choice of six different handy-size 
folders which can be used for statement 
inserts, counter distribution, or pass-book 
enclosures. Your bank’s special sales-story 
has a whole page to itself. Plus four action- 
promoting newspaper advertisement mats 
designed to make prospects think of YOU 
when they consider a safe deposit rental. 


If you’d like to look at the ads and 
folders, just drop us a line and we'll send 
you a sample kit immediately. There’s no 
obligation, of course. 


ge Mosler Safe c. 


Main office: 320 Fifth Avenue, New York 1, N. Y. 


Factories: Hamilton, O. 


Largest Bullders of Safes and Vaults in the World 
Builders of the U. S. Gold Storage Vault Doors at Fort Knox, Ky. 
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PARSONS 
MECHANO FORM 





Most accounting and record-keeping jobs can 
be done better at low cost on these fine, 
50% mew cotton fiber papers and cards. 


There'll be no re-writing because of worn 
records if you use Parsons Mechano Form. 
Can be erased readily with chemicals, rubber 
or scratcher, leaving a smooth surface the 
same color. There are seven colors in both 
sheets and cards so each class of record can 
be indicated by the color used. It takes a 
clean, sharp entry with no smudging. Ink 
will not run on the fibers. It will stand 
rigid in your files. 


Mechano Form was engineered to the specifi- 
cations of America’s leading manufacturers 
of bookkeeping equipment. Its smooth, no- 
glare surface — so easy on the eyes — makes 
it ideal, as well, for hand posting. 


“How to Make Your Records Legible and Lasting” 


This is the title of a free booklet that gives 
the answers on papers for ac- 
counting and record-keeping 
purposes. It tells what types 
of paper or card to use for 
various applications and gives 
still more valuable hints on 


saving time, effort and paper. 
© PPC 1949 
Fete deme — — — — —_ 
Parsons Paper COMPANY 
DEPARTMENT 65 

HOLYOKE, MASSACHUSETTS 


Please send me, free, without cost or obligation, 


your booklet “How to Make Your Records Legible 
and Lasting.” 





hint (PLEASE PRINT) 
Organization 
or Company . 








Street ... 





City or 
Town 
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us some idea of how the bank’s policies 
and operations are being received. 

_We have for some time made it a 
practice in our bank to hold monthly 
dinner meé¢tings where all of the officers 
get together, free from interruptions of 
telephone or other distractions, to dis- 
cuss the problems of the bank. It has 
been our custom to have department 
heads at these meetings at least once 
every three months, and at such times 
we have discussed the replies received 
to our letter. 


WE have also made it a point, in our 
radio presentations, to refer to the 
suggestions made by our customers 
and the efforts we have made to follow 
them. Following.are two samples: 
“In answer to a recent request from 
the First National Bank, a customer of 
the bank suggested that a _ special 
teller’s window be installed for those 
persons having a single deposit or pay- 
| ment to make. This would keep such 
| persons from having to wait in line for 
| others with large deposits, and would 
serve similarly to an express-lane in a 
grocery store. The First National has 
| made arrangements to please this cus- 
| tomer, but in a slightly different way. 
The First National has installed a 
lobby-depository on the main floor. 
It’s a sealed steel unit, made for those 
who have a minor business transaction: 
A single payment on a loan, or a single 
deposit to make. There are special 
| envelopes prepared for your use, and 
| you can get them right at this lobby- 
depository. In this way, when you 
| place your payment in this steel unit, 
| you need not wait in line, and you can 
be sure that your payment will be cor- 
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rectly recorded. Ask the uniformed 
floor attendant about this new service 
at the First National.” 

“One of the suggestions received by 
the First National Bank as an answer 
to a recent questionnaire is this: Why 
do your employees pack so many de- 
posit-slip pads in the desk slots, so 
that it becomes an aggravation to get 
them out? To you, this may not seem 
important, but to this customer of the 
First National itis. And so, this bank, 
awake to every opportunity to better 
its services, has alerted the uniformed 
attendant on the main floor, to regu- 
larly check the slots in the desks, to see 
that pads are not indiscriminately 
jammed together. Thus, your deposit- 
slip pads will be easier to remove. The 
First National Bank realizes that to be 
of real service, every minute detail of 
its many business activities must be 
carried out to the letter. This is just 
what the First National has been doing 
for almost 85 years, seeking every 
opportunity for service to our com- 
munity. You, are the First National’s 
most important customer.” 

We have called the attention of our 
executive committee and board of 
directors to the program and given 
them an opportunity to read the re- 
plies. Both our executive committee 
and our board feel that it has been a 
very worthwhile program and has 
helped to create excellent customer 
relations. 

We take this opportunity to thank 
Eddie Rickenbacker for a fine idea 
which has helped us, as we know it has 
him, in the paramount responsibility 
of any business—Better Service to 
Customers. 
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| BANK PUBLIC RELATIONS 


(CONTINUED FROM PAGE 27) 
| for better public relations, the various 
| component departments in the A.B.A. 
Public Relations Council have under- 
taken to implement the program with 
| practical manuals on the various phases 
_ of public relations within their special 
jurisdictions. 
The first of these, which is number 
two in the series, is entitled ‘““There’s 
_ News In Your Bank.’ It was written 
| by the News Bureau or publicity staff. 
Investigation indicated that banks do 
not make more of the opportunities 
available to them in the news columns 
| of the press because they are not news- 
| minded and often are unaware of the 
_ news value of their activities. Accord- 
| ingly, the manual was built around the 
| need for recognizing news and doing 
| things that make news. It, too, has 
| a check list, which is the heart of the 
booklet. This check list, by way of 


_ themselves to news treatment. 


suggestion of the possibilities of pub- 
licity, mentions sixty activities com- 
mon to practically all banks which lend 
It is 
replete with illustrations of how these 
may be conveyed to the public through 
the press in the form of legitimate news 
stories and, in addition, contains a 
chapter with practical examples on 
how to create news by doing things 
that make news. 

“Tt is no longer smart to be silent,” 
the manual tells the managers of banks. 
‘This is an age of public scrutiny. The 
affairs of business are more than just 
its relationship with its shareholders. 
The public has an interest too. This 
is doubly true of banks. They are 
privately owned, government-char- 
tered institutions, holding great public 
trusts. Their management, their prog- 
ress, their well-being are matters of 
deep concern to the people. 
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“Strange as it may seem, the tools 
which can be used but are not used, 
often lie close at hand. So it is with 
publicity. Every bank has a message 
it wants to drive home, and every bank 
advertises or should advertise. But 
the simplest way of conveying desirable 
information to the public is the report- 
ing of the day-to-day affairs of banks, 
the activities of bankers, and the think- 
ing of bankers in the news columns of 
the newspapers which are read in the 
community and on the newscasts 
which are heard in the community. 
These opportunities are neglected by 
far too many banks.” 

The first step in preparing for effec- 
tive publicity is to fix responsibility for 
it, manual number two states. “Some 
one should be designated as spokesman 
for the bank, and he should be an im- 
portant officer with direct access to the 
policy making of the institution.” 

Banking news is, after all, simply the 
story of banking in action, according 
to the manual. It consists of what is 
done by banks; what is planned by 
banks; what happens in banks and to 
banks; and what the people in banks 
do, say, and think. “This is banking’s 
most effective story,”’ it says. 

Examples of how news stories can 
be written around different activities 
and services are given. The technique 
of preparing the news release in suitable 
form for the press is demonstrated, and 
various other details involved are ex- 
plained. The manual ends with a 
chapter on ““Working with the Press.” 


OW comes manual number three, 

“Your Bank’s Advertising —How 
to Make It Pay.” However, it aims at 
more than just making it pay in dol- 
lars. Making it pay includes making 
it effective public-relations wise. 

This manual, too, is addressed to 
management. ““Management Has This 
Responsibility” is the title of the first 
chapter. “There is one common de- 
nominator in every successful bank 
advertising program,” it states. ‘““That 
is the sincere interest and support of 
top management.” 

Like the first two manuals, “Your 
Bank’s Advertising” also stresses the 
need for centralized control of adver- 
tising as the responsibility of one 
officer. It cites in detail the advan- 
tages to be gained by such control. 

It also emphasizes the importance of 
planning. “Planning enables you to 
see the whole picture in true perspec- 
tive,” it says. “It enables you to con- 
vey the picture to others. It forms a 
sound basis for getting or granting 
adequate appropriations. It crystallizes 
your own thinking.” 

The first subject discussed is how big 
the advertising budget should be. The 
answer given to that question is “The 
most used and the most sensible 
method is to base the appropriation on 
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Before 
GRANTING THE LOAN... 


: Banks often check the property insurance of applicants 


for loans, but strange to say, not the bonds on the 
employees. Yet ... 


An embezzlement can bankrupt a concern song 


enough financially to survive loss from fire, wind- 
storm, or explosion. 


Our claim files contain examples of business failures caused 
by the lack of any employee bonds or by bonds in 
too-small amounts. One employer who faced 
bankruptcy from an employee’s embezzlement, 
killed himself. The newspapers carried the whole 
story. But usually the public never knows the 
real reason for such failures, though a bank carry- 
ing a loan would certainly know. 


Your bank can help to keep its customers in business by 
suggesting, before the loan is made, that their 
employees be bonded in amounts proportionate 
to the size of the business. Our 65 years’ experi- 
ence in preparing employee bonding plans is 
offered through our nearest agent or your cus- 
tomer’s own broker. 
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the job to be done. First, set your 
objectives. Then, work out your 
planned program to achieve the objec- 
tives. Figure the total cost and get an 
appropriation as close as possible. This 
procedure may not seem as scientific as 
using a precise mathematical percent- 
age of deposits, income, or capital; but 
it is based on years of practical experi- 
ence in a great many banks.” 

Planning, the manual points out, 
includes knowing or learning what 
financial services people in the com- 
munity or area want or need; what in- 
formation or misinformation the pub- 
lic has about one’s bank; what opinions 
people have about the bank or about 
banking in general; and how to get the 
answers to these questions. 

Seven whole pages in the manual are 
devoted to a step-by-step process for 
laying out an advertising program or 
for checking one now in operation. 
These steps include the services to be 
offered, determination of the market or 
the groups of people served or to be 
served, the avenues of approach to the 
public, selection of media, scheduling 
and cost finding, and how to make the 
various kinds of advertising effective 
and profitable. A unique feature is 
an “Ad Analyzer,” for determining 
whether an advertisement is good. 

The principles and practices of the 
various forms of advertising —news- 


paper, direct mail, display, and radio — 
are set forth, and various sources of 
advertising help are listed. The entire 
manual is designed to help manage- 
ment understand and plan for effective 
advertising as part of its public re- 
lations. 


THe next manual coming up is num- 
ber four, ““Personnel Relations.” It 

is now on the press and will be avail- 

able before summer is well upon us. 

A great deal of thought and study 
has gone into the preparation of this 
program. Every one who thinks on 
the subject of bank public relations 
comes finally to the same conclusion: 
The starting point is in the local com- 
munity and trade area. 

Much was done before the war. 
Back in 1933 when the prestige of 
banks was at its lowest, the A.B.A. and 
A.I.B. initiated a “‘Constructive Cus- 
tomer Relations” program, which was 
very effective. This program was based 
on the conviction that the place to 
begin to rebuild the prestige of banks 
was at the points of contact with the 
customers like tellers’ cages and the 
officers’ platform. 

In 1938 there followed the ‘“Talk” 
program to equip bank people to an- 
swer the political criticisms of banking 
that they were encountering in their 
social contacts. 





The third step was the “Building 
Business for Your Bank” program 
launched in 1940. 

Wartime conditions and the per- 
sonnel situation rendered all such pro- 
grams useless. Now, however, with the 
war well in the past and the personnel 
situation settling down, the A.B.A. has 
felt that the time has come for a new 
project to help banks establish sound 
and effective public relations. Hence, 
this new program of the A.B.A. Public 
Relations Council was launched. 

It is to be an open-end or continu- 
ing program, with new studies being 
produced from time to time. Manual 
number five will be on “Customer Re- 
lations.” Manual number six will be 
on “Community Relations.” There 
will be others, three or four a year, all 
with the object of providing local bank 
management with a complete set of 
tools for effective public relations work, 

More than five thousand banks 
have-responded by subscribing for 
the manuals. In order to keep the pro- 
gram on a self-sustaining and continu- 
ing basis, a nominal charge of eighty- 
five cents is being made for each 
manual. The subscribing banks have 
placed blanket subscriptions for the 
manuals as they come off the press, in 
order to make sure that they receive 
them. This means that instead of 
being mailed blindly to all banks they 
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compact. 


Trays. 


» » The unit 


assorted silver. 


| » » The Stokes system is 
| Cabinets are 
| made of aluminum and 
| fitted with aluminum Coin 


illustrated 
occupies floor space 38%’ 
wide x 18” deep; 64” tall. 
Its capacity is $23,240.00 





_ Trays can be removed from any 
| position individually without dis- 
| turbing the one next to it. Instant 
_ check can be made on all silver. 








For information, address .... . 


QUALITY PRODUCTS COMPANY, Inc. (?P. 0. Box 3214) CHARLOTTE, N. C. 
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are going into the hands of people who 
want them because they want to do 
something to better their public rela- 
tions. Thus they become builders of 
better public relations. 

The manuals may be obtained by 
writing to the Public Relations Council 
of the American Bankers Association 
at 12 East 36 Street, New York 16, 
New York. 
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WORLD TRADE ROUTES 


(CONTINUED FROM PAGE 26) 

In dealing with these situations, our 
information on political conditions, 
credits, buying habits and foreign ex- 
change procedure is kept up-to-date 
through talks with our visitors from 
overseas, advices coming from long- 
established trading connections and 
personal contacts made in those coun- 
tries by our officers. During the past 
year visits were made to the countries 
of the Far East by Vice-President El- 
liott McAllister and Assistant Vice- 
President Howard Hutchins, manager 
of the foreign department. This sum- 
mer Mr. McAllister will spend three 
months contacting our bank corre- 
spondents and foreign trade firms in 
European countries. The four assist- 
ant managers of the foreign depart- 
ment, also the officers who handle 
foreign trade activities in the Portland, 
Tacoma and Seattle offices, are men of 
wide experience in this field. 

What about the future for foreign 
trade? So much depends upon what the 
American people are willing to do. 
Trade with Western European coun- 
tries will very largely be done under 
Marshall Plan financing. In that area 
there is too much repetition of what the 
United States produces —the finished 
products —to facilitate exchange. 

The Pacific Basin has so many raw 
materials available for two-way trade 
that our best prospects for the near 
future seem to be in that direction. 
Probably we shall have renewals of our 
former trade in shipping fruits and 
canned goods to Europe, but that will 
be predicated upon the extent we are 
willing to buy goods from them to pro- 
vide U. S. dollars for payment. Mex- 
ico, Central and South America will 
buy merchandise from us to the extent 


they have dollars available. In the . 


Philippines and other areas of the Far 
East, including Siam, the prospects 
for trade look very bright. 

Aside from foreign operations, the 
Pacific Coast has spelled “opportu- 
nity” for so many individuals that our 
domestic growth tempo has received 
marked stimulus. No other American 
area has ever had such a population 
increase in so short a time as the tri- 
state area of California, Oregon and 
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Anything in the path of a “twister” is usually knocked 
flat—suddenly and without warning. So people who live 
in areas where these things can happen dig cyclone cel- 
lars for their own protection. 

Embezzlements usually hit with sudden and devas- 
tating effect, too. A single loss of this type may turn a 
prosperous business into a financial shambles. 

Recognizing this possibility, prudent bankers insist the,t 
apolicants for commercial loans be adequately protected 
against the ever-present risk of employee dishonesty. 

When you need technical assistance in checking the 
form and adequacy of a borrower's dishonesty protec- 
tion, call the F&D representative in your community. He 
will be glad to place at your disposal the unrivalled fac- 
ilities of a company that has specialized in this field for 
more than half a century. 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY AND 
OTHER NEEDED FORMS OF INSURANCE 


OSIT COMPANY 
Maryland 






FipeLity 
Baltimore 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 
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Now Available Prompt Deliveries 


STRAYER 


EASY SNAP FILE BOX —~ ALL STEEL Sliding Drawer 
“Style C” ? STORAGE FILES 


Corrugated Paper—Hinged Lid INTERLOCK IN STACK—VERTICAL AND 
150 Stock Sizes 














. MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 


We guarantee our Transfer Files to please you or no cost to you in the transaction 
.- MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 
CURRENCY STRAPS—BANK SPECIALTIES 























a DURALEX COVER 


e@ Let him get the feel of its rich, leather-like 
durability. Watch the glance of admiration in his 
eyes. Take pride in the sharp clear detail of the 
embossing. Then, sit back in the satisfaction of 
knowing your DURALEX check book cover costs 
so little and serves so well. DURALEX comes in six 
rich colors. Send for samples and prices and a list 
of banks that use DURALEX covers and pass books. 


DURALEX 


COAST BOOK COVER COMPANY 
810 EAST THIRD STREET, LOS ANGELES 54 * CALIFORNIA 








Washington. No other American area 
has shown such a rapid increase in the 
number of new post-war concerns. 

This has been reflected in the bank’s 
own operations. Our main banking 
room quarters in San Francisco were 
crowded beyond capacity and more 
space was necessary. Consequently, 
we have been engaged in an expansion 
and modernization program for the 
past 18 months. . We’ took over the 
adjoining four-story building and re- 
moved the two upper stories and the 
roof. Three new floors were added to 
make a five-story annex flush with the 
main bank building. A quick tour 
through the improved quarters will 
provide information regarding the 
bank’s activities. 

All operating department functions 
have been centralized on the fifth floor, 
with the equipment arranged like an 
assembly line to permit a smooth flow 
of work. The additional floor space 
resulting from the modernization pro- 
gram makes it possible to handle en- 
larged activities in more comfortable 
working quarters and utilize the most 
modern methods and equipment. Ad- 
joining is an attractive lunchroom and 
an outdoor solarium, which form a 
favorite meeting place at noontime. 

It has been a bank policy from its 
beginning to take a keen interest in the 
welfare of its staff. A year ago a very 
liberal pension and retirement plan 
was adopted, requiring no financial 
contributions from the employees, the 
bank paying the full cost. 

Another section on the fifth floor 
houses the bank’s newest departmental 
activity, the insurance premium financ- 
ing department. It arranges financing 
for all forms of fire, casualty and lia- 
bility insurance covering the Pacific 
Coast area, working through agents 
and insurance companies. 


N view of the bank’s long history and 

its extensive foreign connections, 
we have an active trust department 
with a world-wide clientele. The de- 
partment, which occupies the entire 
fourth floor at the San Francisco head- 
quarters, is divided into four divisions: 
Private, corporate and court trusts, 
and agency accounts. Much of the 
trust business comes from the old 
pioneer families. Some of the bene- 
ficiaries of these trusts are located in 
Europe, Mexico, South America, and 
even New Zealand. Considerable cor- 
porate business is also handled. Similar 
well-equipped trust departments are 
also available in each of the three 
Northern offices. 

On the third floor are the auditing, 
general ledger and comptroller’s de- 
partments, the tax and the security re- 
search departments and the new board 
of directors room. The second floor has 
the stock transfer and the customers 
securities departments. 
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We recently organized a public re- 
lations department which keeps in 
touch with western business develop- 
ments, and develops relationships with 
corporations and correspondent banks 
throughout the country. 

Our foreign department, receiving 
more attention than is usually ac- 
corded by other big-city banks, is 
prominently located on the main floor 
annex. Here beats the pulse of world 
trade, the flow of cables fluctuating 
according to the differences between 
San Francisco time and those of foreign 
cities. 


A NEW feature of operations, added 

during the remodeling process, is 
a drive-in teller’s window installed 
in the granite walls of the main bank 
building. The number of customers 
using this new facility greatly exceeds 
our first expectations. We find that 
many customers located in the whole- 
sale district, coming from the shipping 
docks, distributing plants or ware- 
houses, prefer to use the drive-in 
facilities because they do not have to 
“dress up’? to make their daily de- 
posits. 

The “‘open door”’ policy of our senior 
officers has been facilitated by the 
remodeling program, which has pro- 
vided more space between desks in 
the main banking room for the comfort 
and convenience of visitors. Cus- 
tomers can see at a glance if the presi- 
dent or any other officer is at his desk 
and free to confer with them. 

As our institution is essentially a 
commercial bank, we do not maintain 
separate loan departments such as for 
consumer loans, home loans and the 
like. Our policy is that no customer of 
The Bank of California need look else- 
where for legitimate bank credit. In 
consequence, we make practically all 
types of loans for our depositors. 

With all the physical alterations 
that have taken place, there might be 
some question as to possible changes 
in bank policy, especially since I be- 
came the bank’s chief executive a year 
ago. I previously indicated that the 
bank is known for its continued and 
undeviating adherence to the funda- 
mentals of sound banking, in which all 
of us have been trained for many years. 
There has been no change in this policy. 
I have been through all the vicissitudes 
of business economy in a managerial 
capacity since 1906. At the same time, 
we intend to be flexible enough to meet 
any changing legitimate financial needs 
of the times. We expect to do every- 
thing possible to assist our friends in 
the Pacific Coast area and overseas to 
find suitable domestic and foreign out- 
lets for their products. 

It is in this spirit that we are looking 
forward to the future, as we celebrate 
the bank’s 85th anniversary on July 5 
of this year. 
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“That's the way I feel about my Brandt 
coin handling machines. A batch of coins 
is dumped into the hopper of the Sorter 
and Counter—the electric switch is turned 
on—the machine does the rest. The Bank 
Special has reduced substantially the 
time required to count and package coins. 
And as for the Automatic Cashier—well, 
it almost speaks for itself—correct change 
every time by pressing only one key. 
These Brandt machines are always 
speedy and accurate—and they last for 
years. They're certainly a blue-chip 
investment.” 


Investing in Brandts, as assistants, is 
your assurance that coin handling in your 
bank will be done at minimum cost. 
These machines will help you to do your 
work more quickly, with absolute ac- 
curacy. 


Brandt assistants are a blue-chip in- 
vestment your bank will want to know 
more about... why not write for infor- 
mation or mail the coupon below. 


BRANDT 


DEVICES SINCE 
1890 


BRANDT equipment: 


AUTOMATIC CASHIERS 

COIN SORTER AND COUNTER 
COIN COUNTERS AND 
PACKAGERS 

COIN STORAGE TRAYS 

Also inform us about BRANDT 


COIN WRAPPERS and BILL STRAPS City... 





BRANDT AUTOMATIC CASHIER COMPANY 


Watertown, Wisconsin 


Bank Name... 


MY THREE 


ASSISTANTS 





BRANDT 
Coin Handling 


MACHINES 





MODEL 200 BRANDT AUTOMATIC CASHIER— 
Pays any amount in coins from Ic to 99¢ by 
pressing one key Coins delivered directly to 
customers by means of a delivery chute and cup. 
Model 100 with hopper and trap door de- 
livery can also be supplied. 





BANK SPECIAL, MOTOR DRIVEN COIN COUNTER 
and PACKAGER—counts coins into bags or in 
set ft r packaging. This equipment 
also supplied hand operated. 








BRANDT SORTER and COUNTER—Sorts and 
counts coins by denomination several times as 
fast as by hand. 


We should like to have further information covering the following 





Send Attention 





Zone.......- | ae ee a 





“BRANDT” and “CASHIER” registered United States Patent Office and Canadian Trade Marks Office 
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(CONTINUED FROM PAGE 30) 

the checks up on arrival at the field and 
delivers them in the still dark hours to 
the New York Federal. 

Detroit, as befits one of the largest 
cities of the country, also has large 
banks. And the largest of these banks 
is the National Bank of Detroit, with 
well over a billion dollars in deposits, 
85 ledgers in its partially centralized 
bookkeeping department, a head office 
staff specializing on operations that 
includes eleven officers, four of them 
vice-presidents. At the time the bank 
was visited the bookkeeping depart- 
ment did the books for 14 of the 
branches. In this partially centralized 
bookkeeping operation (unlike the 
practice in many other cities) each 
branch’s ledgers are kept separate. 
The proof department and adjoining 
mail room have a feature which is 


OPERATING IDEAS 


probably unique among all banks. 
They connect on the same floor with 
a-ramp garage which enables pick-up 
trucks to drive direct to the upper floor 
quarters used for these operations. 
This National Bank of Detroit is also 
following a movement which is grad- 
ually spreading among the large branch 
systems. Branch tellers and certain 
designated main office tellers are per- 
mitted to sign money orders up to $100. 
Whenever possible the bank sells 
money orders instead of cashier’s 
checks for the smaller amounts, for 
they are written in pen and ink and a 
protectograph machine is not used, so 
that they can be prepared in approxi- 
mately half the time. 

The Detroit Bank, home of past 
A.B.A. President Dodge, has found 
that people cashing payroll checks will 
go to a mezzanine floor. When officers 











Suggestions and prices upon 
application. No obligation. 
Ask for our free Tablet catalog 


Dept. BCH 















NEWMAN BROTHERS, Inc. 


| Make a Good Impression 
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thought the main-floor lobby was being 
overcrowded with check cashing, they 
tried an experiment. They had special 
windows built on the mezzanine floor 
and opened on pay days. It worked. 

Another innovation at the Detroit 
Bank, unique in banks of this size so 
far as this traveler knows, is having 
two girls do all the alphabetizing of 
checks for the eleven head office book- 
keepers. Maybe this is the answer to 
the complaint that in this day of 
progressive education they only find 
an occasional young person who knows 
the alphabet. 

The Manufacturers National is an- 
other big bank in Detroit, and it is 
filled with many things that interest a 
visiting operating man. For example, 
they have a $2 N. S. F. charge, and 
claim that on many days they do not 
have a single go-back. In a bank with 
450 head office people they do not have 
any young pages, but employ men of 
advanced age for messenger service. 
Their ten commercial tellers do not 
have any alphabetic divisions. Adams 
and Ziller are both free to go to the 
first window, if that one happens to 
have the shortest line. 


LEVELAND is our next stop. Here 
is acity with long years of experience 


‘in branch banking. The largest system, 


that of The Cleveland Trust Company, 
has 54 offices. The Cleveland Trust 
Company has never used centralized 
bookkeeping despite centralized book- 
keeping’s popularity east of the Mis- 
sissippi. This long-experienced branch 
banking system has many yardsticks 
for controlling operations. At its head 
office, with 22 ledgers, they found that 
25 per cent of the accounts carry over 
50 per cent of the volume. In its 
bookkeeping department it records the 
number of items per person per hour. 
In obtaining this figure it totals all the 
hours charged on the time cards of all 
people attached to the bookkeeping de- 
partment. Over a five year stretch of 
war and post-war it has shown a very 
consistent figure approximating 100 
items per man hour. 

The Central National of Cleveland 
is a thorough believer in direct veri- 
fication with the customer. It even 
carries this through to the verification 
of savings accounts, which worked on 
a cyclical basis covers all savings ac- 
counts ‘in about three years. It has 
excellent budget procedures, careful 
cost accounting, and expert control 
methods that really work. 

Sunday was used for a long jump 
from Cleveland to Boston. All along 
the way I had been asking operating 
men what banks they considered had 
the most efficient operating procedures. 
Among those frequently mentioned 
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was The First National of Boston. The 
First of Boston is truly a big bank, and 
a progressive bank. It has one of the 
largest bank bookkeeping departments 
in the world. It is one of the very few 
banks in the country that has a factor- 
ing department for the textile indus- 
try. It has 3,000 employees in the 
United States, and 1,000 more abroad. 

Time did not permit seeing all of the 
interesting things in Boston, such as 
visiting the 26 branches of the Shaw- 
mut, which are reported to be bandit 
proofed. 


A STOP was made at Hartford to see 

whether bank people might learn 
better ways of handling paper work 
from the insurance companies. One of 
the companies has gone far with the 
army correspondence method. It uses 
the ‘‘from and to” style, and sends two 
or three copies to the branch offices. 
The branch answers by endorsement. 
Another uses just two dictating ma- 
chines for forty dictators. Each dic- 
tator has his own records which he 
takes to the machine and puts on 
when he has letters to write. Another 
company has 700 of its employees that 
make salary allotments to a near-by 
bank. The bank says, however, that 
this is not too satisfactory from its 
standpoint, as far too many of the 
employees draw the money out almost 
as soon as it is deposited. 

New York. Here is the financial 
center of America, with big banks and 
many of them —National City, Chase, 
Guaranty, Manufacturers, Chemical, 
Central Hanover, Bank of Manhattan, 
Irving and others. The Guaranty has 
a staff of 3,000 people in the head 
office including 140 people in its letter 
of credit department alone, and Bank- 
ers Trust has 14 girls working half of 
every month clipping coupons. 

Philadelphia, Pittsburgh, Cincinnati, 
Atlanta, New Orleans, Houston, were 
all stops, and interesting ones on the 
fact finding tour. Interesting banks 
include one of the country’s greatest, 
which issues statements only twice a 
year to 70 per cent of its accounts, in 
lieu of monthly statements. Another 
bank decided after the war that it 
would bring back its force to the pre- 
war male-female ratio, only to end up 
with the highest turnover of any insti- 
tution visited. It found out that the 
male of 1946 and 1947 and 1948 was 
more restless than his sister. 

Summarizing a few of the procedures 
in the banking land east of the Rockies 
we find many interesting developments 
which are beginning to have wide- 
spread acceptance. One of these de- 
velopments is the extensive use of con- 
fidential ledgers as a means of paying 
bank salaries. A checking account is 
opened for each employee in this con- 
fidential ledger to which the salary is 
credited. Employees are free to draw 
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on the accounts by a single check, 
though nearly all use them as an active 
no-service-charge checking account. 
Checks are marked with a special 
routing symbol. The ledger may be 
kept by a bookkeeper attached to the 
personnel department or by the con- 
troller’s department. 

There is a growing tendency away 
from having customers come in to un- 
lock the bags left in the night deposi- 
tory. Both customers and the bank 
find it more convenient for the bank to 
open the bags and to make its own 
count, without customers bothering to 
come in. The practice of averaging 


float is now being followed by some of 
the largest banks in the country, thus 
maybe one or two days are taken on 
the total or deposits, cash, checks, 
everything. Other banks use an over- 
all average for all items except cash. 
Others set up a ratio for each customer 
and continue that ratio until some- 
thing occasions a re-analysis. 

In the many states with Saturday 
closing the general report is that there 
is very little inconvenience to banking 
customers, and that banking staffs 
greatly like the practice. Banks that 
are closed on Saturdays generally give 
extended service some other day in the 
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THE TODD COMPANY, Inc., Rochester 3, N.Y. i 

Please send complete information about the new Todd l 

pocket-check Imprinter. No cost or obligation to me. 
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week usually Friday between four and 
six o’clock, or between six and eight. 
Job evaluation is steadily spreading, 
probably a majority of the larger banks 
now use it.. Training schools seem to 
have become an integral part of big 
institutions. These schools largely 
concentrate on new employees. 
Combined paying and receiving, 
long practiced in small banks and in 
the large banks of the Pacific Coast, 
has now been adopted in most of the 
larger cities except Chicago. The 
problem of having officers available 
for signing cashiers checks and drafts 
is being met here and there by the use 
of facsimile signature machines, and 
much more widely by tellers. Some- 
times all tellers are authorized to sign. 
The reserve method of taking losses 
on income tax returns for bad debts 
has been taken up with a rush, and it 
looks as though it will soon be the ex- 
ceptional large bank which does not 
use it. There are still a number of 
banks that cater only to large accounts. 
In one of these visited the average 
balance in its bookkeeping depart- 
ment was $60,000. 
Now for the home stretch. The 
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CONVERSATION STARTER 


A friend asked a lady why she bought a certain 
antique. Her reply was, “It is a wonderful 


conversation starter.” 


Next time you run out of something to say, tell 
your friends how nice it is to have a checking 


account with us. 
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Pacific Coast has had a tremendous 
growth these past eight years. The 
census bureau shows each of the three 
states with a better than 40 per cent 
population increase since 1940. Ore- 
gon, with a 49 per cent gain leads the 
other two by a slight edge. The census 
bureau shows a nationwide average 
gain of only 10 per cent. Pacific Coast 
bank deposits with this population 
growth, with inflation, with the swing 
of large business westward, and with 
the great wealth that has flowed into 
agricultural areas, have doubled and 
doubled again. The west coast banks 
are looking for this increase to con- 
tinue, though not at the recent hectic 
pace, and have all been adding bank 
officers from other areas to their staffs, 
and expect to have additional openings 
for some time to come. 


(GREATEST of these is the mighty 
Bank of America, covering every 
corner of the state of California. Its 
Trans-America associated banking 
systems extend into adjoining states. 
It has vigorous loaning and new busi- 
ness policies, and goes far to find 
methods which will reduce the cost of 
bringing bank service to every hamlet. 
Second among the Pacific Coast 
banks and ninth in the country is the 
Security-First National Bank of Los 
Angeles. Its branch system, while con- 
fined to southern California, covers an 
area as big as most states. There are 
126 branches, and it has some of the 
keenest operating men in the country. 
The other big branch systems of 
California are: the American Trust, the 
Anglo-California of San Francisco, and 
the Citizens National and the Cali- 
fornia Bank of Los Angeles, all well run 
shops, eagerly in search of new ideas 
for handling their great influx of busi- 
ness without too great a cost. 

In Oregon, the United States Na- 
tional Bank, with its 38 branches is the 
largest in totals in this state, closely 
followed by the First National, a 
Transamerica affiliate. In Washington 
the state-wide Seattle First National 
leads the field with 600 million in 
deposits. 

One of the gratifying and interesting 
things about banking is the whole- 
hearted way in which banks will tell 
their operating secrets to all who care 
to learn. It is only necessary to take 
one’s hat, walk across the street, or to 
board a train for the next town, and 
the bank officers can have all the bene- 
fits of the other fellow’s thinking and 
experimenting, the facts and figures, 
though it may have taken the visited 
bank five years of trial and error to 
learn the answer. Not only are the 
facts given freely and gladly, but the 
banker who gives them will invariably 
buy you a lunch. The banking busi- 
ness is more than a business, it is a 
fellowship. 
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small banks cast their votes for 


BURROUGHS 
COMMERCIAL 
TELLER'S 
MACHINES 


Every day, small banks.throughout the country 
are enthusiastically reporting their approval 
of Burroughs Commercial Teller’s Machines. 
Your bank, large or small, can obtain the 
same satisfactory results—faster service, in- 
ternal accounting efficiency, improved cus- 
tomer relations—by installing this modern 
tool for tellers. Get the facts from your Bur- 
roughs man today. 
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